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ajority Of Senate 
nit Critical Of 
fate Regulation 


Minority Criticizes Report 
Of Majority, Sees States, 
Business Doing Good Job 


The conclusions of the Senate anti- 
st and monopoly subcommittee 
hich has been investigating the in- 
rance business and its regulation for 
couple of years, now have been 
etty well publicized. The majority 
bport of the subcommittee, reflecting 
he views of Sen. O’Mahoney and 
ers, is critical of regulation in spe- 
ic areas—foreign insurers that op- 
ate in the U. S., mergers of large 
urers, aviation and air trip insur- 
ce, and the virtually monopolistic 
ean marine business. Apparently the 
ajority report will not recommend 
y changes in the McCarran act if 
he Department of Justice can reach 
onopolistic and other areas where 
ate regulation is ineffectual without 
ping barred from doing so by public 
w 15. 


ksen, Wiley Dissent 


The minority sections of the re- 
prt praise state regulation and criti- 
e the views of the majority. Sen. 
jiley has prepared one of these and 
en. Dirksen has prepared another. 
en. Wiley states that the evidence 
oduced by the hearings demonstrates 
hat the states are able to cope with the 
oblems in regulation of the business 
d have strengthened their laws and 
peulatory machinery. This is aimed at 
he charge by the majority that state 
urance departments do not have 
Hequate manpower to exert effective 
bntrol and are hampered by weak 
ate laws in many cases. 

Sen. Wiley praises the insurance 
siness for its flexibility and its ca- 
acity to deal with changing times and 
) supply needed protection. He denies 
(CONTINUED ON PAGE 19) 


ZALU Is Exempted 
tom Investment Act 


Securities & Exchange Commission 
as granted the application of Great 
erican Life Underwriters for ex- 
ption from the investment company 
t of 1940. GALU is allowed a retro- 
tive exemption to Jan. 1, 1941, when 
he investment company act became 
fective. 

The SEC “News Digest,” reporting 
he action, states that GALU was or- 
phized in 1929 and shortly thereafter 
ganized Great American Life. In 
239, GALU purchased all the stock of 
ranklin Life to which most of the 
ssets of Great American Life were 
ansferred the following year. The 
pmpanies were consolidated in 1945 
d Great American Life was dissol- 
ed. Since then, GALU has continued 
control Franklin Life and its in- 
estment in that company has been in 
kcess of 90% of the value of all GALU 
(CONTINUED ON PAGE 19) 














































Otto Haakenstad Is 
Nominated By ALC 
As Next President 


Otto Haakenstad, president Western 
States Life, has been chosen by Amer- 
ican Life Conven- 
tion’s nominating 
committee to be 
the next president. 
He will be in line 
to succeed J. C. 
Higdon, chairman 
Business Men’s 
Assurance, at the 
annual meeting 
Oct. 10-14 at the 
Edgewater Beach 
Hotel, Chicago. 
(Other nomina- 
tions nay be made 
in open meeting at the time of elec- 
tion.) Formal balloting will take place 
at the executive session at the annual 
meeting Oct. 12. 

The five-man nominating commit- 
tee also selected four men for election 
to the executive committee: Francis 
M. Hipp, president Liberty Life; Virgil 
H. Smith, president Beneficial Life; J. 
K. Macdonald, president Confederation 
Life, and R. Howard Dobbs Jr., pres- 
ident Life of Georgia. Mr. Hipp is 
nominated for his second three year 
term; Messrs. Smith, Macdonald and 
Dobbs for their first three year terms. 

S. J. Hay, chairman Great National 
Life, was nominating committee chair- 
man and the other members were John 

(CONTINUED ON PAGE 19) 


NALU CONVENTION 


Harold S. Parsons, 
Frank E. Sullivan 
MDRT Hour Speakers 


WASHINGTON—Speakers for the 
Million Dollar Round Table hour of 
the NALU convention here Sept. 11-16 
will be Harold S. Parsons of Los An- 
geles, 24-time million dollar producer 
and 13-time national leader of Travel- 
ers, and Frank E. Sullivan, American 
United manager at South Bend, whose 
sales topped $2 million last year. 

They will be introduced by the 
MDRT chairman, Robert S. Albritton 
Jr., Provident Mutual Life, Los An- 
geles. 

Parsons Headed ’47 MDRT 


Mr. Parsons, who was chairman of 
the 1947 Million Dollar Round Table, 
joined Travelers in 1925 at Toronto. 
He moved to Los Angeles in 1928 and 
has led the company’s Pacific Coast 
agents in production ever since. For 
many years he has averaged $24 mil- 
lion a year on 125 to 150 cases. 

Mr. Sullivan started his life insur- 
ance sales career with American 
United in 1953. He has made the 
MDRT six times. He won recognition 
as South Bend’s “young man of the 
year” in 1958 and the Notre Dame 
Alumni Club’s 1959-60 “man of the 
year.” 





Otto Haakenstad 








Many Groups Whetting 
Hatchets For H.R. 10 


MONTREAL—Though H.R. 10— 
now called the Smathers bill instead 
of the Keogh bill 
—isn’t dead, the 
“major operation” 
performed on _ it 
by the Senate fi- 
nance committee 
has placed it on 
the critical list, 
according to Eu- 
gene M. Thore, 
vice-president and 
general counsel of 
LifeInsurance 
Assn. of America. 

Speaking here 
at the National Life of Vermont’s 
President’s Club meeting, Mr. Thore 
called H.R. 10 and the proposals to 
establish a medical care program for 
the aged the two legislative matters 
of greatest importance to the insur- 
ance business. 

Some of the original sponsors of H.R. 





Eugene M. Thore 





Aetna Life Group 
Advances Trainer 


Crampton Trainer has been named 
senior vice-president and treasurer of 
Aetna Life companies. He will assume 
the responsibilities of the late Morgan 
B. Brainard Jr. as chief financial offi- 
cer of the companies. 

Mr. Trainer joined the organization 
in 1936. After experience in the in- 
vestment department, he was appointed 
manager of that unit in 1952. In 1957, 
he was placed in charge of the com- 
panies’ securities investment operations 
and was named assistant vice-president 
and assistant treasurer. He was ad- 
vanced to vice-president and assistant 
treasurer in 1959. 





Guardian Marks Its 
100th Anniversary 


Guardian Life of New York this 
week celebrated its centennial at its 
Leaders Club convention in New 
York City, concluding Friday. The 
meeting will be reported in next 
week’s issue. 















10 have become disillusioned because 
the revised version is less liberal than 
the original plan, he said. Small busi- 
ness has reacted violently to the stric- 
tures the Treasury proposal would im- 
pose on existing owner-manager plans. 
Even the large corporate plans have 
become sensitive to the legislation 
mainly because they feel that the vest- 
ing requirements might spread 
throughout the whole pension system. 
Finally, the bill has been made the bat- 
tleground for a series of unrelated tax 
amendments being advanced by a 
number of liberal Senators. 

When Congress comes back on Aug. 
8, H. R. 10 undoubtedly will come up 
for consideration, possibly as the first 
order of business. Whether the Senate 
version can be brought to a vote is 
uncertain. If basic amendments are 
adopted which pull some of the teeth 
from the Treasury alternative, the bill 
might face a presidential veto. It is 
generally conceded that if the Sma- 
thers bill is voted upon, it will be pass- 
ed by the Senate, but its future at the 
hands of a Senate-House conference 
committee is anybody’s guess, particu- 
larly when it is recalled that the House 
Keogh bill bears little resemblance to 
the legislation now being considered 
by the Senate. 


Clouded By Election 


The issue is further clouded by the 
fact that this is an election year, said 
Mr. Thore. Should the final version of 
the bill move in the direction of great- 
er liberality in favor of the self-em- 
ployed, it could become a political lia- 
bility. On the other hand, if it offers 
only token tax concessions to the self- 
employed with substantial cutbacks 
in the case of small business owner- 
manager plans, little political hay will 
be made. It is no wonder that under 
these circumstances politicians are evi- 
dencing limited enthusiasm. They are 
being reminded daily, however, of the 
commitments they made to the spon- 
sors as late as six months ago. 

Under all the circumstances, the life 
insurance associations have pursued 
the following course: 

—They have avoided outright op- 
position to the bill, which would create 
serious public relations problems with 








Reese K. Allen, 
Salt Lake City, 
center, named 
rookie of the year 
by New England 
Life’s Leaders 
Assn. at its annual 
meeting in Jasper 
National Park, Al- 
berta, Can., is pre- 
sented with a tro- 
phy by President 
O. Kelley Ander- 
son and the tradi- 
tional rookie’s bat 
by William M. 
Shelton Jr., Los 
Angeles, outgoing 


association president. Runners-up for the honor were Paul Kelley, Boston; 


Donald Chapman, Los Angeles, and Frank Schull, Washington, D. C. 
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the professional people who are spon- 
soring it. 

—They have tried to modify the 
Treasury alternative so that the dam- 
age to the owner-manager type plans 
would be reduced to a minimum. 

With respect to the owner-manager 
plans, the associations have succeeded 
in increasing the original 30% rule, 
which would require the owner-man- 
ager to vest roughly two dollars for 
the benefit of his employes for each 
dollar for himself, to a 50% rule which 
would permit the owner-manager to 
put up a dollar for his own plan for 
each dollar set aside and vested in his 
employes. 

The associations have advocated an 
alternate rule that would permit the 
owner-manager not meeting the 50% 
test to establish a pension for him- 
self equal to 50% of his 10-year average 
annual income. This rule was adopted 
by the Senate finance committee but 
the percentage was reduced to 20. The 
industry is still hopeful that this figure 
can be increased to at least 30%. 


Supported Vesting Change 


The associations supported an 
amendment that defers the application 
of the vesting rules for a period of 
three years in the case of both existing 
and new corporate plans. There was 
strong sentiment in the Senate finance 
committee in support of immediate 
vesting of contributions on behalf of 
employes so that owner-managers 
could not defeat their pension rights. 

The three-year deferment of the 
vesting requirements should afford an 
opportunity to work out a vesting rule 
which would be more reasonable. 
Moreover, some feel that the three- 
year grace period might be extended 
a number of times before the vesting 
problem has been finally settled. The 
associations are convinced that in the 
political climate prevailing at this time 
a more satisfactory solution of the vest- 
ing question is unobtainable. 


Urging Floor Amendment 


In addition to the three steps, the 
associations are urging a Senate floor 
amendment that would make it un- 
necessary to establish a bank trust for 
self-employed and owner-manager 
pension plans as required by H. R. 10. 
The purchaser of an insured pension 
plan should not be required to pay a 
bank a fee to act as trustee when the 
principal responsibility would be to 
hold the insurance contracts. The 
amendment proposed provides that in 
the case of insured pension plans the 
bank trustee requirement would be in- 
applicable. This, of course, would be 
consistent with existing law, Mr. Thore 
said. 

Turning to pending social security 
legislation incorporating health care 
benefits for the aged, Mr. Thore point- 
ed out that proposals for a government 
program of health care now has strong 
— from both major political par- 

ies. 


Large Percentage Would Qualify 


Currently the administration is ad- 
vocating a voluntary program of medi- 
cal care for senior citizens based upon 
an income test. Some _ individuals 
would pay $24 a year for the coverage, 
while others, who do not pay an in- 
come tax, would pay nothing. A third 
group of individuals with higher in- 
comes would not be eligible for par- 
ticipation. As to those who elect to be 
covered, the state and federal govern- 
ments would share the cost over and 
above the individual’s contribution. 
This is referred to as the Flemming 
plan. 

The cost of the federal government’s 
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part would be paid out of general rev- 
enue. The income eligibility test would 
be quite liberal ($2,500 per annum 
for an individual, $3,800 for a couple). 
Approximately 80% of the population 
over age 65, excluding those on old 
age assistance, would qualify for the 
proposed medical care protection. 


Democrats For OASI Approach 


On the other hand, Democrats in 
Congress are advocating a medical care 
plan for the aged as a part of the old 
age and survivor disability insurance 
system along the lines of the Forand 
bill or its many variations. The Demo- 
cratic party platform now includes 
such a proposal. The cost of the pro- 
gram would be financed through an in- 
crease in the payroll tax. 

It is estimated that a modest pro- 
gram of benefits would require an ad- 
ditional one-quarter of 1% payroll tax 
on employes and a similar amount on 
employers. A more generous program 
would involve a tax of one-half of 1% 
for each. 


Might Leave It All To States 


Another approach to the problem 
was adopted recently by the House as 
a part of a bill incorporating a num- 
ber of social security act amendments. 
The House bill would leave the prob- 
lem entirely to the states, with the 
federal government assuming roughly 
half of the cost. Legislation in the 50 
states would be required and the num- 
ber of people covered would depend 
upon the need tests adopted in the 
various states. The House plan is not 
a prepaid plan and is viewed as a min- 
imum approach to the problem. 

It is doubtful whether the House 
bill, if enacted, would dispose of the 
basic issue, said Mr. Thore. It could 
serve, however, to delay further action 
until more study could be given to 
the subject. When this bill was con- 
sidered by the Senate finance commit- 
tee it was apparent that both the ad- 
ministration and the Democratic mem- 
bers felt that an additional prepaid 
insurance program was also needed. 
Few Would Buy Voluntary Kind 

In evaluating the Flemming plan and 
the social security approach, said Mr. 
Thore, it is quite obvious that either 
one would cover so many aged indi- 
viduals that only a few of those over 
age 65 would be interested in pro- 
viding their own coverage through in- 
surers. 

Whether in the long run the admin- 
istration plan could be so circumscribed 

(CONTINUED ON PAGE 13) 


Met Releases Reply To Wis. Field 
Men On No-Commission Group 


Metropolitan Life has released its 
reply to the letter sent by Wisconsin 
Field Forces’ to 
group insurers 
asking their stand 
on group written 
on a no-commis- 
sion or token 
commission basis. 
Metropolitan’s let- 
ter is from Ed- 
win C. McDonald, 
senior vice-pres- 
ident and for 
many years head 
of the group de- 
partment. 

Your April 29 letter addressed to 
our chairman, Mr. F. W. Ecker and as 
well to our president, Mr. C. J. North, 
and to me has been reviewed by all of 
us with a great deal of interest and I 
believe sympathetic appreciation of the 
problem you discuss. 

In the first place, I should like to 
record most emphatically that the 
Metropolitan recognizes no one, re- 





Edwin C. McDonald 





July 23, | 





gardless of title or designation, for y 
commission payments unless that » 
son is appropriately licensed in acco, 
ance with the insurance laws currey 
applicable to that case. 


Believes In Fair Commissions 


The Metropolitan has always belis 
ed that the agent or broker in 
cases should be paid a fair and reay 
able commission for the work he ag 
ally does in the sale and servicing 
both group and individual business, 

The other side of the coin, howey 
is the difficulty of justifying the p 
ment of a commission to an individ 
who has performed no work and x 
dered no service. To us, such instay 
ar2 so rare as to be negligible, | 
there have been a few in the gr 
field where we were involved wh 
all of the work had been done by} 
corporation and the firm’s consult 
after which we were asked to suk 
a bid for the business. 

In accordance with the _ insury 

(CONTINUED ON PAGE 18) 





Elmer L. Nicholson 
Named Connecticut 
General Agency V-P 


Elmer L. Nicholson, who has been a 
Connecticut General 2nd _ vice-presi- 
dent since 1958, 
has been promoted 


to agency vice- 
president. 

Mr. Nicholson 
joined the com- 


pany in 1942 as an 
agent at Montpel- 
ier, Vt., and fol- 
lowing World War 
II service with the 
Marine Corps, was 
named head of the 
agency. He later 
served as_assist- 
ant manager at Buffalo and, in 1949, 
was transferred to the home office. 

Mr. Nicholson is currently chairman 
of LIAMA’s quality business commit- 
tee. He is past president of Vermont 
Life Underwriters Assn. and is a fre- 
quent contributor of articles to in- 
surance publications. 





Elmer L. Nicholson 





To Exchange Stock With 


Fargo, Houston Insurers 

American Life Companies Inc., 
which brackets American Life & Cas- 
ualty of Fargo and Old National of 
Houston, has filed a registration state- 
ment with the SEC. Stock of ALC 
would be exchanged for shares of the 
Fargo and Houston companies. 

ALC has a Lehman background. 
There are outstanding 50,000 shares of 
common stock owned by Lehman 
Brothers. Besides that, a preferred 
stock issue totaling $500,000 was re- 
cently completed, this being owned by 
General Industries Enterprises, Sejak 
Corp. and Centro Corp. 

There would be 1% shares of ALC 
stock offered in exchange for each 
share of the Fargo and Houston com- 
nies. 

ALC in April acquired 55% of the 
stock of American Life & Casualty, 
47% of Old National and 62% of Old 
Southern Trust Co. of Texas. 

According.-to the registration state- 
ment, the chief purpose of ALC is to 
acquire controlling interests in insur- 


Hall, Berkshire Life V-P, 


General Counsel, Resigns 


Albert L. Hall, vice-president and 
general counsel of Berkshire Life, has 
resigned. 

Mr. Hall joined Berkshire in 1937 as 
an attorney. In 1945, he was named 
counsel and in 1951 associate general 
counsel. He became general counsel in 
1952 and in 1954 assumed the position 
from which he has just resigned. 


Eastern Casualty of American Cas- 
ualty group has changed its name to 
American Consumer Ins. Co. Ameri- 
can Casualty acquired the insurer, a 
New York company which writes A&S 
including group, in 1958. Its adminis- 
trative head office is at Reading, Pa., 
the home office of American Casualty. 





ance companies and provide manager- 
ial services and advice. Harold W. Ban- 
gert is chairman and George A. And- 
erson president. 

The current market on American 
Life & Casualty stock is 9 bid, offered 
at 10. For Old National it is 9% - 10. 


New Fidelity Mutu 
President In Life 
Business 36 Years 


Calvin L. Pontius, whose election 
the presidency of Fidelity Mutual y 
briefly reported 
last week’s iss 
entered the 
insurance busin 
36 years ago. 

Named to | 
new post to s 
ceed the late EI 
worth A. Rober 
who died late 
June, Mr. Ponti 
formerly seni 
vice-president, ¢ 
tered the busin 
with Canada 
at Minneapolis, where he later joi 
the Northwestern Mutual agency the 
He has been with Fidelity Mu 
since 1935, when he was appointed 
pervisor of agencies. He was elet 
a vice-president in 1946, a director 
1949, and senior vice-president in Jf 

He is only the fourth man to! 
come president of the company in 
82-year history. 

Mr. Pontius, a CLU since 1938, 
served on several LIAMA committe 


Last Of Three Aetna 
Life Regionals Held 
At Point Clear, Ala. 


The annual series of three meeti 
of Aetna Life’s Corps of Regionnal 
was concluded at Point Clear, 
after a three-day conference atten 
by 120 of the company’s leading 
ducers from the south and southvw 

Eight Honor Guardsmen, who ! 
qualified for the corps 25 times 
more, and 18 Veterans, who have } 
eligible to attend at least 10 meetil 
were given special recognition at 
opening session. 

Honor Guardsmen honored were 
Cathey, Birmingham; M. Hendrix 
Houston; Abe Diamond, Jackson\ 
Joseph S. Maryman, W. D. Mut 
T. C. Lignon and S. E. Smithson, al 
Little Rock, and Earle F. Rumbo, 3 
Antonio. 





Calvin L. Pontius 
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ars 
election 
futual = 
nal There are lots of ways of measuring the 
_ iss value of life insurance. In our way of think- 
e . ° . 

e bull ing, in the final analysis, the true measure 
a of the social and economic value of all life 
st tos insurance is the contribution it makes to 
» late Ei POO ; 
\. Robe the individual and to society. 
2d late 
r. Ponti Each year since its founding, an ever- 
7 seni : ; 
sident, 4 increasing stream of checks has gone out 
. = from the Equitable Life of Iowa to its policy- 
ater joi holders and their beneficiaries — millions 
ency the : ; ? 
ty Mut of dollars which have meant financial 
ointed £ . 
ae security for people. 
at nf Furthermore, life insurance dollars are 
an tot hardworking, productive dollars—invested 
pany in c A ; 

in government, business and industry, pub- 
| 1938, lic utilities, farms and homes — represent- 
ommité e . . . 

ing a major contribution to the local, state 
ina and national economy. 
Id This, we think, is 
la. the true measure of life insurance. 


Cquilable LIFE INSURANCE COMPANY OF IOWA 


FOUNDED 1867—DES MOINES 





Occidental Of Cal. 
First Half Result: 
Nearly $1 Billion 


Occidental Life of California came 
within two days’ production of writing 
$1 billion in the first six months. 

Combined individual and group writ- 
ten business in the first half reached 
a new company high of $989,673,984. 
This represents an increase of 10% 
over sales in the same period of 1959. 


HeNATIONAL UNDERWRITER 


Individual sales in the period totaled 
$740,034,171 as compared to $713,219,- 
870 in the first six months of last year. 
Group and wholesale life sales in- 
creased 36% to a total of $249,639,813. 
Individual A&S sales gained also, with 
premiums increasing 3%. 


Seattle Group Men Elect 

Seattle Group Men’s Assn. has 
elected Del Hamilton, Prudential, pres- 
ident; Edward Nordgaard, Equitable 
Society, treasurer, and Robert Brit- 
tain, Standard of Oregon, secretary. 
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‘Back at Mount Vernon’’ 


In 1758 George Washington returned to Mount Vernon after serving 
in the French and Indian War. The following year he married Mrs. 
Martha Custis, an attractive widow, becoming the guardian of her 
two children whose companionship he greatly enjoyed, 


This reproduction is one in a series of eleven original oil 

paintings by Walter Haskell Hinton which portray 
little-known events in the life of our Country’s first 
president, George Washington. 
A booklet containing full-color reproduction of all 
eleven paintings is available upon request. In addi- 
tion, we hope you will visit us and view the original 
paintings which hang in our Home Office Gallery. 


Washington National 
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Peoples-Home Life 
Offers New Rates, 
Forms, Sales Aids 


New low rates, policy forms, and 
sales materials have been introduced 
by Peoples-Home Life of Frankford, 
Ind. 

The new lower rate structure offers 
a progressively lower premium per 
thousand as the amount of the policy 
increases. A second feature is special 
low rates for women on all plans. The 
new rate book provides maximum 
flexibility to meet the needs of more 
prospects. A guaranteed insurability 
option may be attached to most policies 
and new non-medical rules apply to 
policies up to $25,000 for ages 10-30. 


New Application Forms 


The company is also introducing two 
new policies, a 7-year term convertible 
plan and a 7-year term renewable 
and convertible plan. Applications for 
these and for all other policies are now 
made on one new application form 
which combines and _ simplifies six 
earlier forms. 

The “new look” extends to new 
sales materials. Attractive folders and 
rate cards of all types, from four-color 
process to two colors, are already in use 
by the field force. New proposal sheets, 
file folders, and other promotional 
pieces have been freshly designed and 
produced to support current sales 
plans. 

The Peoples-Home association with 
brokers has been newly implemented 
by provisions for service fees and for 
group life insurance, group hospitaliza- 
tion, and attendance at company con- 
ventions. Special sales materials have 
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been designed fer helping broke 
managers reach broker prospects 
all sales materials are available 
brokers offering Peoples-Home polj 


Four Candidates To 
Succeed Sullivan 


The withdrawal of William A. § 
livan as a candidate for reelection 


Washington commissioner creates 


possibility that a Republican will , 


this office for the first time in 28 ye 

Robert Coplen, an independent 
juster, has had his hat in the ring 
the Republican ticket for a number 


weeks, advocating amendments to { 
workmen’s compensation law to » 
mit private companies to compete yw 


the state fund, seeking changes in 


agents qualification law and some, 


visions in routine department practig 
Lee Kueckelhan, Mr. Sullivan’s ¢h 
deputy for more than 15 years, is 
Sullivan’s choice on the Democrg 
side. He has not only to defeat 
Coplen, but first another Demog 
John Sullivan, who wants to run 
the Democratic ticket. The second g 
try on the Republican side is 
Becker, an agent who has four tin 
lost te Mr. Sullivan by large majoriti 


FTC Dismisses Complaint Agai 
Life Of America Of Wilming 

The Federal Trade Commission } 
dismissed its complaint charging 
of America of Wilmington, Del., ; 
five officers with misrepresenting { 
benefits of A&S policies. The resp 
dents’ motion for discontinuance stai 
that the company was dissolved 
Dec. 17, 1959, and that its business }j 
been reinsured by Guarantee Rese 
Life of Hammond, Ind. 
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Due to the increasing interest of 
many insurers in all branches of the 
business in policyholder relations pro- 
grams, The National Underwriter has 
been conducting a survey of leading 
insurers to find out what is being done 
and thought in this field. Following is 
the second installment of a series. 


NORTH AMERICA 












mpete yw 
1ges inf# The basic operating philosophy of 
1 some MINA holds that the policyholder’s in- 






terest is paramount. In serving the 
van’s chil policyholder we do well by stockhold- 
ars, is Mers, employes and agents, and in car- 
Democra rying out this philosophy all officers of 
lefeat MEINA have a direct responsibility. 

Demog We believe, as a matter of principle, 
to run @that the most wholesome competition 
second @in the insurance business is that which 
e is is conducted at the level of the policy- 
four tinholder. INA has a long history in en- 
Majoritif deavoring to achieve this competitive 
situation, and we believe that this has 
been accomplished through our inde- 
pendent agents in the business. 


t practie 














| Agai 
ilming} 
ission M# Hold Annual Conferences 
‘ging Concern for the policyholder’s in- 
Del., terest is also expressed through our 
nting | public relations program and in our 
° advertising. INA’s conferences on 
nce staf tamily security and family happiness 
‘olved conducted annually at Disneyland are 
INeSS Wf oriented to a public—i.e. policyhold- 
> Rese orspoint of view. The renowned 
speakers who address our conference 
are truly representative of the public 
interest. 

Our whole claim and loss operation 
is a policyholder’s relations program 
in itself, particularly since INA’s claim 
and loss departmental set-up is one of 
the few in the business which is 
practically staffed in its entirety by 
INA salaried employes. 








News of Dissatisfaction Sought 


Loss drafts invite policyholders to 
communicate with the president if 
they are mot satisfied with the way 
their loss has been handled. 

Identification cards and lists of 
claim and loss offices and other worth 
while information are furnished with 
automobile policies. 

Merit-rating in automobile for 
many, many years, and now in the 
homeowners field, brings to the pol- 
icyholder in a concrete fashion the in- 
terest of the company in “the prudent 
insured.” 

While the policyholder’s interest is 
a primary concern of every officer in 
INA, the policyholder’s interest is also 
expressed in the company’s organiza- 
tional structure through the public 
relations department and through sup- 
port of such organizations as the In- 
surance Information Institute and the 
Pennsylvania Insurance Information 
Office. 

The policyholder’s interest is cer- 
tainly a profitable and legitimate con- 
cern of the insurance business. Indeed 
it represents an obligation. It is profit- 
able, of course, only to the extent that 
Performance lives up to the promise. 


NEW ENGLAND LIFE 


We do have a public and policy- 
holder relations program, although it 
1s one which does not require an ex- 
tensive budget. While we have our 
Policyholders’ interests uppermost in 
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the company is further underscored by 


Further Comments Of Companies Ov betes sols cara eo tt 


Almanack. 


Second Film Completed 


Policyholder Relations Programs senate rina 


first 28-minute motion picture, “New 


mind in every action taken by the icyholder relations and whose activ- England Portrait,” which has been 
company, probably the most import- ities are concentrated in communica- Shown to many thousands of policy- 
ant manifestations of this are our an- tions and the location of “lost” policy- holders as well as millions of others. 


nual report and our quarterly publi- holders. 


We have just completed our second 


cation called the New England AlIl- Every new policyholder receives a film, “Assignment America,” which 
manack. We have an assistant secre- letter from the president, and the in- will be released this fall. This deals 
tary whose sole responsibility is pol- vitation to keep in close touch with (CONTINUED ON PAGE 16) 





MORE COVERAGE FOR THE FAMILY with MONY ‘ADD-ON’ life insurance. 
The basic MONy policy helps take care of basic needs. (On most policies 
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there’s a discount, too, if the face amount is $5,000 or more.) As your 
client’s needs grow, he’ll want you to add Mony riders to his policy. 


MONY ‘ADD-ON’ LIFE INSURANCE CAN COVER YOUR CLIENTS’ 
GROWING NEEDS...PROVIDE GROWING BUSINESS FOR YOU 


You start your client with a basic MONY policy and 
the ‘ADD-ON’ riders that best meet his current needs. 
Then, as his needs grow, you arrange to increase his 
coverage by adding MONY riders to his policy (sub- 
ject, of course, to evidence of insurability and cer- 


tain other reasonable qualifications). There are many 
different MONY ‘ADD-ON’ riders to cover a vast range 
of client needs. Most of them are convertible to 
permanent life insurance, giving you an inside 
track to future sources of commission-building sales. 








Rimini csnitiaiiionsoiai 


MONEY FOR COLLEGE EDUCATION. With LIFETIME RETIREMENT INCOME. MONY can 
MONY ‘ADD-ON’ life insurance riders, you _ help you plan your client’s future... as- 
can help your client guarantee additional sure his right to arrange a lifetime retire- 
money for his children’s college educa- ment income later, on a cost basis guar- 
tion if he were to die prematurely. _anteedwhenhe purchasesthebasicpolicy. Lo _._._.__.__.__.__._._.__ = Aol 





BROKERS! FREE BOOKLET 
TELLS YOU ABOUT ‘ADD-ON’ 


MONY, Dept. NU-76, Broadway at 55th St., 
New York 19, N.Y. 








Please send_____copies of MONY’s 
free ‘ADD-ON’ booklet. 


Name. 








Zone or 
City County State 





Brokerage Name 
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The Mutual Life insurance Company Of New York, New York, N.Y. 
Soles and service offices located throughout the United Stotes and in Canada ~ 
For Le, Accident & Sickness, Group Invurance, Pension Plom, MGM TODAY MEANS MONEY TOMORROW! 
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‘early One-Fourth Of Entire Field Force 


Despite tightened qualification re- agents. E. A. Starr, 
quirements, 245 agents, nearly one- 
fourth of Connecticut Mutual Life’s 
entire field force, qualified for the 
company’s 1960 Leaders Round Table 
conference at Pike, N. H. 

Raymond W. Simpkin, agency vice- 
president, reported on company prog- 
ress and presented awards to top 


daily sessions. 


markets, moderated by 


Qualifies For Conn. Mutual Sales Meeting 


assistant vice- 
president in charge of the agency de- 
partment, was chairman for the three 


Two panel discussions were held— 
one on advanced selling, moderated by 
Mr. Starr, and the other on develop- 
ment of personal selling methods and 
Edward B. 


FieNATIONAL UNDERWRITER 


Bates, 2nd vice-president in charge of 
the agency department. 

Two guests participated in the pro- 
gram—wWarren H. Eierman, vice-pres- 
ident, and William McGorry, assistant 
vice-president, both of the Hanover 
Bank. They discussed “New Horizons 
in Estate Planning.” 

Connecticut Mutual President 
Charles J. Zimmerman concluded the 
meeting with an inspiring talk titled 
“Leadership Sharing.” 

Mr. Simpkin illustrated the tre- 
mendous progress that has been made 
in the selling end of the life insurance 





You’re confident when 
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You’re confident when 
you're well insured... 


plans cost little for men in their early years. 


Ask your Pan-American representative about all this. 
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you're well equipped .. A 








Zing! goes the reel—taut goes the line—what a thrill when a big one strikes! 


There are those who say fishing is all a matter of luck, but we can’t agree . . . not 
entirely. Surely you need skill, good tackle, and an experienced captain to pilot you 
safely at sea! So it is with insurance . . . an experienced Pan-American representative 
can steer you wisely along a charted course and equip you with confidence to meet any 
rough seas which may lie ahead. Most young men don’t view the future as a matter 
of “luck”. They plan .. . and protect their loved ones with adequate insurance. 


There’s coverage for mortgage payments . . . children’s education . . . even retirement 


He’s an expert at tailoring coverage to fit your needs, and your budget. 


AMONG THE TOP 10% OF U. S. LIFE INSURANCE COMPANIES WRITING MORE THAN 90% OF ALL LIFE INSURANCE 


Pan-American Life Insurance Company 


New Orleans, U. S. A. 


e A Mutual Company 
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business since 1948 when the comp; 
ny’s first Leaders Round Table wy 
held. 

Comparing the top 50 Connectic 
Mutual producers last year with th 
same number 11 years ago, comm 
sions per man averaged $34,653 a J.C. Lip 
against $13,957; average volume wascompany’s 
$1,798,000 compared with $644,00j—cago since 
policy size averaged $28,676, while jMassociate 1m 





























was only $7,800 in 1948. However, thg J. E. Sho 
number of cases sold dropped from §@has been | 
in 1948 to 63 in 1959. Joliet, Iil., 
For the first meeting of the Roun@J. V. Keatii 
Table, 49 men qualified and 245 maddyears with 
the current meeting. Their productigg whose inst 
in 1948 was $31.5 million compare@peen in Ili 
with $221.3 million in 1959. 1951 at Qui 
How Not To Avoid Success Mr. men 
Joliet since 

Mr. Bates, moderating the pang pany in 19 
“Patterns of Operation . . . How Thefiiake City i 


Unfold,” and pointing to activity in th 
advanced sales area as a comme 
characteristic of the successful -pr 
ducer, said, “‘When you combine pre 
tige as a life insurance man with sw 


manager a 
former pres 
Undervrrite 


ficient activity in these very impo 
ant advanced sales areas, it is ala oS 
impossible to avoid success.” — A. Esx 
_ Recognizing the problems that groy manager it 
insurance, mutual funds and one-stog o¢ Alaska 1 
selling can be to salesmen of ordina has been a 
life, he warned that even more of @ajaska for 
problem is a softening of sales ski parold § 
and attitudes. ] " 
“However,” he said, “at the sam si pees 
, ¥ Barnes ma 
time we see production records bein cchein has 
shattered daily, so we can only co Mutual anc 
clude that along with the problen dustries Lit 
Pe ge are more sales opportunities { — 
ife insurance than we’ve ever kno . 
before.” " aye -™ 
“Corporation Saturation” Selling for ‘the ft 
Charles J. Krasne, New York, og Warters at 





of the panel members, said, “In mg ppointed 
second year in the life insurance bug 38ency at 0 


ness I hit upon a method of operatiogg aining st 
that now accounts for about 90% @ Western reg 
my production. I call it ‘corporatiogg becomes ge 
saturation’ selling. vated agent 

“That year I paid for 31 lives; 14@ nelly has — 


Asheville, I 


these were $100,000 cases, and four 
a superviso 


the sales were made to heads of co 
porations. After selling the head { 


the corporation, I tried to sell as mar Pa 
people in the company as I could, em A. W. M 
ployers, employes alike. I like to thigg Jando, Fla., 
of a corporation as a tree with mag agent there 
branches, and I am always _hopil K. R. To. 
those branches will continue to flomin New Or 


er. district gre 
“Working with corporations as I i Soup office 
many of my sales are in the advane# 


sales field. I have found that it Coni 
much easier to get the corporate do J. L. Qui 
spent than the personal dollar.” ~ I 
rokerage ; 

Upgrade Income Class in 1956, sin 
S. Russell Mickle, Charlotte, N. @member of 
chairman of the sales advisory com department 


mittee, continuing the panel di 
sion, said, “After four years in the li Ur 



































insurance business selling package@ D.C. Fr 
simplified programs, I felt a definijgeneral age 
need to upgrade my income class. he has bee 
“In those early days I was maki Multiple li 
12 to 15 calls a day to obtain the ii 
terviews I needed. Much of my tif Mc 
was spent in prospecting. Though tig H. J. Ma 
is typical of all men starting in tm San Franci 
business, I decided that to make tj Manager at 
most productive use of my time 
would have to develop a regular cliét K 
tele. William 
“Through the years I have done tig Sneral age 
by regularly servicing and reselling‘ of Pennsyl 
policyholders. During the last M 
years, well over 70% of my busilé | 
came from this source. Prospeti Now lice 
and interviews are no longer a pt has appoint 
lem, and I find that I am maki Ses mana; 
much better use of my time.” a office ir 
Verne D. Waldron, Fort Worth, mg Ut plans 1 


(CONTINUED ON PAGE 11) 
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Prudential 


J. C. Lipsey, division manager of the 
company’s Commerce agency in Chi- 
cago since 1957, has been appointed 
associate manager of the agency. 

J. E. Short, who has been at Decatur, 
has been appointed manager of the 
Joliet, Ill., district office. He replaces 
J, V. Keating, who has retired after 38 
years with the company. Mr. Short, 
whose insurance experience has all 
peen in Illinois, joined the company in 
1951 at Quincy. 

Mr. Keating has been manager at 
Joliet since 1945. He joined the com- 
y in 1922 at Denver, went to Salt 
Lake City in 1924 and was promoted to 
manager at Seattle in 1940. He is a 
former president of Joliet Assn. of Life 
Undervrriters. 3 


Franklin Life 


Hovey Eordekian has been appointed 
general agent at Boston. 

E. A. Esparcia has been named area 
manager in Anchorage. An organizer 
of Alaska Life Underwriters Assn., he 
has been agency director for Life of 
Alaska for the past two years. 

Harold Schein has been appointed 
general agent at Minneapolis and B. F. 
Barnes manager at Odessa, Tex. Mr. 
Schein has been with Massachusetts 
Mutual and Mr. Barnes with Oil In- 
dustries Life. 


Paul Revere-Mass. Protective 

0. G. Connelly, training supervisor 
for the southern region, with head- 
quarters at Charlotte, N. C., has been 
appointed general agent of a new 
agency at Mobile, and W. O. Hawkins, 
traning supervisor for the south- 
western region, with offices at Dallas, 
becomes general agent of the reacti- 
vated agency at Little Rock. Mr. Con- 
nelly has also been a supervisor at 
Asheville, N. C. Mr. Hawkins has been 
asupervisor at Oklahoma City. 


Pan-American Life 

A. W. Morland, supervisor at Or- 
lando, Fla., has been appointed general 
agent there. 

K. R. Tolliver, group representative 
in New Orleans, has been appointed 
district group manager of the new 
group office in Jackson, Miss. 


Connecticut General 
J. L. Quadman has been appointed 
assistant manager of the Chicago 
brokerage agency. Joining the agency 
in 1956, since 1958 he has been a staff 
member of the home office agency 


mm department. 


United States Life 
D. C. Freeman has been appointed 
general agent at Rome, N. Y., where 
he has been with the Stanley Rebicz 


m nultiple line agency. 


Manufacturers Life 
H. J. Mathews, assistant manager at 


lm San Francisco, has been promoted to 
m Manager at Boise, Ida. 


Kansas City Life 
William Campton has been appointed 
seneral agent at Philadelphia for part 
of Pennsylvania and New Jersey. 


Mutual Trust Life 

Now licensed in Utah, the company 
has appointed P. E. Osborne regional 
manager there. He will establish 

M office in Salt Lake City and carry 
out plans for extensive expansion in 





Changes In The Field 


the western states. In the life insur- 
ance business since 1955, he was most 
recently an agency supervisor of New 
England Life. 


Continental Assurance 


A. J. Kirchberg Jr. and E. F. Layden 
Jr., have been appointed associate 
managers at Chicago. J. G. Michaels is 
manager. Mr. Kirchberg has been with 
the company since 1954 as assistant 
manager at Chicago. He was previously 
with State Mutual and Prudential as a 
brokerage supervisor, also in Chicago. 
Mr. Layden, son of one of Notre Dame’s 
famous Four Horsemen, has been a 
brokerage supervisor for Connecticut 
General in Chicago and Los Angeles. 


Ohio National Life 


J. A. Stoelting, group regional re- 
presentative for Ohio, Kentucky and 
southern Indiana, has been appointed 
eastern group regional supervisor at 
Washington, D. C. His territory will 
consist of the District of Columbia, 
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$9 billion of life 
insurance in force 
with branches 
from coast to 
coastin North 
America and in 
25° other 


_tries. 
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SUN LIFE ASSURANCE COMPANY OF CANADA 


One of the great life insurance companies of the world 











Trained 


and Equipped 














Not only is the Lincoln National agent 
trained to prescribe for his clients personal 
insurance needs; he’s also equipped with 
an extremely broad range of coverages 
(Life, A & S, and Group) with which to 
fill his prescription. 

Lincoln National’s thorough training 
courses and broad range of insurance plans 
provide two more reasons for our proud 
claim: LNL is geared to help its fieldman. 


The 
LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 


Its Name Indicates Its Character 
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Associates, 





. Virginia and southern Penn- 

Vir. Stoelting will be replaced 

. Lee who for 

has been in the group and pen- 
department at the home office. 


Lincoln National Life 

Sheehan has been appointed 
general agent in St. 
new agency known as J. J. Sheehan & 
located 
Building there. He joined the company 
in 1956 in Minneapolis. 
ing the life insurance business in 1947, 
he was a training» instructor 









Richard E. Pille, President. 
Hariand L. Knight, Agency Vice President. 


of the U.S. and Canada. 
the past four 


in Sioux Falls, S. D. 


Paul to head a 


in the Commerce at Oklahoma City. 
Before enter- 
A. G. Vande 
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That’s how it is every time you sell 
GUARANTEED INSURABILITY! 
With Security Mutual’s new Insurabil- 
ity Rider, you’re making future appoint- 
ments—bona fide sales appointments! 

Now you can guarantee your young 
clients the privilege of future insurance 
purchases, without evidence of insur- 
ability, when you write Permanent Life. 
Here’s how. 

When your prospect buys Life Cover- 
age, point out the benefits in maintain- 
ing his personal insurability. No matter 
what the status of your client’s health 
or occupation on his purchase option 
dates, you can increase his insurance 
protection! (Up to $10,000 every 3 years 
to age 40.) 


FieNATIONAL UNDERWRITER 


Carnegie sales course throughout most 


Provident Mutual Life 
W. H. Green, manager at Boston, 
has been transferred in the same cap- 
acity to the new agency for Oklahoma 


Standard Of Oregon 
Wiele has been ap- 
pointed supervisor of the Bar ton | agen- 


ee ae 


‘then |. ee | 
a =. *‘Viltake i7.. 
—, $5,000more ‘  _ 
in’63, (as 


iil owt 
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with F‘oneer Mutual Life. 


E. R. Kinsman has been named to a 
supervisory post in the Eccarius agency 


Massachusetts Mutual 


cy at Yakima, Wash. He has been 


Appointed district group representa- 


tives are R. E. Wert, transferred in the 
same capacity from Davenport, Ia., to 
Detroit; M. W. Kane, who leaves the 
same post in Peoria to replace Mr. 
Wert; J. L. Hanson, formerly with Con- 


tinental Assurance, who goes to Syra- 


cuse, N. Y., 


Boston. 
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Emphasize the solid family security of 
this plan... the personal estate building 
features...the all-around safety. You’ll 
have him for life! (And as a friend, too.) 
Take a look at these low-cost S-M In- 
surability Rider benefits. They’ll gener- 
ate high repeat sales for you! 
No Health, Occupation Restrictions 
Standard Rates Always in Effect 
No Medical Examination Required 


Purchase Credits on First-year 
Premiums 


Sell the Modern Approach to Insur- 


ability — Sell Security Mutual! Contact 


your Security Mutual General Agent 


today, or write 


and F. A. Lawton, who 
moves from that post in Houston to 


F. R. Benton, district group manager 


San 








wo! Ra vicaabats oi Sate “Cay 


SSNS: 


security mutu, - life insurance company 


(Madluol, raponsibility 
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at Syracuse, has been appointed dis 
trict group supervisor at Baltimore, 

K. C. Krueger, district group repre. 
sentative in Milwaukee, has dee 
promoted to district group manage 
there. 
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Manhattan Life 
F. W. Floyd has joined the Sobel 
agency at Philadelphia as director of 
business, pension and group plans. He 
has been general agent of Life of 
Virginia at Gloucester, N. J. Mr. Floyd 
who is the current treasurer of Amer. 
ican Society of CLU, entered the life 
insurance business with Provident 
Mutual and was head of its first ad. 
vertising department. He has bee) 
supervisor of Berkshire Life at Phila. 
delphia and later served in manage. 
ment positions with Continental Amer. 
ican Life and Columbian National Life 
which recently changed its name t 
Hartford Life. In 1945 he was named 
executive secretary of American Sogi- 
ety, became the first managing editorfhe 
of the CLU Journal and then joined 
Life of Virginia as manager at Phila. 
delphia. He is president of the South 
Jersey CLU Chapter. 


Union Central Life 

W. H. Powers has been appointed 
general agent at Oklahoma City an¢ 
J. W. Lewis to a like post at Tulsa 
Mr. Powers, who has been in the life 
insurance business since 1953, was 
formerly a supervisor for Aetna Life 
in Shreveport and supervisor and gen. 
eral agent for Guardian Life in Shreve. 
port and Oklahoma City. Mr. Lewis 
was formerly supervisor at Tulsa of 
Security Mutual and also with Pruden- 
tia] in that city. 


Phoenix Mutual Life 


H. B. Thompson has been named 
manager at Denver to succeed Le 
Fisher, who has resigned. He joined 
the company as an agent at Hollywood, 
Cal., and since 1958 has held manage- 
ment training assignments in Oregon, 
Denver and Akron. 


Midland Mutual Life 


W. G. Alford has been named gener- 
al agent in charge of a new agency in 
Harrisburg, Pa., with offices in Camp 
Hill. He has been with the company 
10 years. 


Woodmen Accident & Life 


T. R. Rhea has been appointed agen- 
cy manager at Houston. He has been 
with Postal L.&C. since 1958 and prior 
to that was with Mercantile Life. 
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Johnson & Higgins 

R. M. Rohn has been appointed as- 

sistant vice-president of the group life 

and pension department. He has been 

director of group sales of New England 
Life. 


Eq 
Appointed 
olden, Mac 
feridian, M: 
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Nw National Life 
Arnold Hand, formerly a supervisor 
at the north central office in Minne- 














apolis, has been appointed assistant We 
manager there. He has been with the 
company since 1955. C. M. En 
H. G. Penn, formerly assistant man-Mencies sup 
ager at Dallas, has been named man- P 
ager at Fort Worth. Natio 
E. J. Gatens, formerly a supervisor G. E. Cox 
at Portland, has been appointed dis-MManager at 
trict agency head at Redwood City,jouth Dakot 
Cal. LINCOLN 
Southwestern Life eral agen 
‘ hamed field 
The following changes have beefing western 
made: R. D. Brown, El Paso, Tex. 
WESTER) 


manager, transfers in that capacity t 
Wichita Falls; O. E. King from sales 
supervisor in Amarillo to manager 
El Paso; N. W. Landis from sales supet- 
visor in Longview, Tex., to assistant # 


Ppointed 1( 
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lay and R 
ngeles; D 
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anager of the New Orleans territory, 
ith headquarters in Baton Rouge. 
\iso, George McCall, Beaumont agent, 
as appointed sales supervisor in 
ongview, and P. G. Sices who has 
en in group sales in San Antonio, 
vas promoted to group representative 










1e Sobeifm Austin. 

) e ° 
a Occidental Of California 
Life off J, E. Carnal has resigned as 2nd 
r. Floydffice-president to become manager at 
f Amer.fPhicago, Succeeding the late John L. 
the lifgilistrap. Mr. Carnal returns to the 
rovidenjfield force after serving in the home 
‘irst adpifice since 1942 as assistant brokerage 
IS beenfnanager, brokerage manager, western 
t Philg.find southern division manager, super- 
Nanage.gmtendent of agencies and 2nd vice- 
1 Amer.fpresident. He was with Union Central 
1al Life fhefore joining Occidental. 
lame tf R. V. Brong has been appointed 
- Namedffeneral agent in Upper Saddle River, 
in Soci.QN. J. For the past five years he has 
> editorgeen with Home Life. 

. joineg P. C. Hettenbaugh, assistant man- 
t Phila.fager of the Cleveland office, has been 
2 Southgpamed manager there. 
Henry Knight has been appointed 
manager at Hamilton, Ontario. Prior 
io his appointment, he had been with 
pointed#paul Revere Life in Toronto. 


it 

Tull Mutual Of New York 
the life# A. D. Pontrelli, assistant manager at 
3, WwasmPillings, Mont., has been named man- 
na Lifefiger of the new Missoula agency. He is 
1d gen- past vice-president of Eastern Mon- 
Shreve-Mana Life Underwriters Assn. 

Lewis# Earl Benton, manager at Casper, 
ulsa offfVyo., has been transferred to Billings, 
-ruden-Mo succeed R. K. Smith, who resigned 
or health reasons. 

M. W. Clark, also an assistant man- 
ger at Billings, has been named to 
namedBucceed Mr. Benton. 
>d Leo R.S. Curl has been named manager 
joineit Amarillo, to succeed Philip Holzer, 
ywoodfvho has resigned. 
janage- 

Dregonf National Life & Accident 

J.P. Hardgrove, manager at Pomona, 
al, has been appointed manager for 
e newly created Pacific coast north 
Senel-Merritory. J. E. Boswell, who had di- 
NCY MMected the entire Pacific coast territory, 

Campfas been placed in charge of the Paci- 
mpany#ic coast south territory. 

E. L. Fritchman, former manager at 

ife Wichita, has been named manager of 
ihe Gulf coast territory, to succeed Ben 
| a8eN-Bhields, who takes charge of the new 
S beet@outheast territory. 
1 priog FL. Smith, manager at Omaha, 
fe. becomes manager of the midwest ter- 
itory, succeeding R. D. Outten, who 
as been transferred to become man- 
mi ger of the Great Lakes territory. 








, 










Equitable Society 
Appointed unit managers are D. F. 
olden, Madison, Wis.; H. H. Evans, 
leridian, Miss.; D. B. Sharman, Dun- 
irk, N.Y.; R. F. Sime, Fort Dodge, Ia., 


2rvisor ; 
d Edwin Sonnergren, Denver. 


inne- 
sist West Coast Life 


th the 
C. M. Enabnit has been appointed 
- man-Mecncies superintendent at Portland. 


man- 






National Travelers Life 

visor G. E.Cox has been appointed group 

d dis-@Manager at Sioux Falls for eastern 
City, outh Dakota. 


LINCOLN LIBERTY—Jerry Burks, 
eneral agent in Lufkin, Tex., has been 
hamed field supervisor for east Texas 
nd western Louisiana. 


ity to WESTERN TRAVELERS LIFE has 
salesmPointed 10 general agents, all in the 
ger atwuthern California area—Louis Al- 
super-“48y and Robert Cohen, both at Los 
istant "eles; Dexter Carpenter, Venice; 







been 








James Errico, Long Beach; W. M. Ham- 
mond, Beverly Hills; Louis Holmes, 
Hollywood-Los Feliz area; Gene Mc- 
Mahon, Lynwood; Robert Neighbor, 
Pasadena; Paul Shelton, Downey, and 
Karen Zaret, Culver City. 


AMERICAN TRAVELERS LIFE has 
appointed the Diaz agency of Chicago 
general agent there. The agency is 
managed by Marcelino Diaz and will 
specialize in writing Spanish speaking 
people. 


STANDARD SECURITY LIFE has 
appointed I. V. Miner manager at New 
York, where he has been district man- 
ager of Woodmen of the World. 


KENNESAW LIFE has appointed 
D. H. Blanchard manager of the new 
Buckhead agency in Atlanta. He has 
been director of sales of Fidelity Bank- 
ers Life. 


GIRARDIAN has appointed K. H. 
Anders regional manager for Illinois. 


BENEFICIAL STANDARD LIFE 
has appointed the Fishman agency of 
Detroit general agent for Michigan to 
write medical expense coverage on 
automobile assigned risks and _ the 
Family Cancer Expense policies. 
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Praetorian Mutual At $100 Million record month. The six-month figure 
The most productive six-month per- exceeded the entire business written 

iod in Praetorian Mutual history in all of last year. 

brought insurance in force to $100 — 

million. Business in the first half of Central Assurance has moved its 

1960 amounted to $19,189,000, of which home office from Columbus to a 136- 

$6,179,900 was written in June, a_ acre estate south of Dayton. 
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The Minuteman 


Symbol of Success 
to a fast-growing group 
of General Agents 


Old Republic 


LIFE INSURANCE COMPANY 
CHICAGO 1, ILLINOIS 








of his clients. 





Hallmark of the man who has earned the C.L.U. degree 


is his professional approach to the life insurance needs 


ing, through C.L.U. study courses, of the vast field 
encompassed by life insurance and how best to apply 
his skills to individual situations. And with his increas- 
ing professional ability comes greater self-assurance, 
respect and usually increased income, too, because his 
services are more valuable. That’s why increasing 
numbers of men are preparing themselves for a greater 


future in life insurance through C.L.U. studies. 


PROVIDENT LIFE © ACCIDENT © SICKNESS 


LIFE AND ACCIDENT  JUOSPITAL® SURGICAL © MEDICAL 





LIFE WITH 


PROVIDENT 





For he has gained a greater understand- 
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Home Office Changes 


Occidental Of California 
W. F. Krumm has been named to the 
newly created post of director of agen- 
cies, administration, and R. S. Sullivan 
has been appointed assistant director of 
agencies, administration. Mr. Krumm 
has been assistant superintendent of 


agencies, administration, and Mr. Sul- 
assistant director research-ad- 


livan 


ministration. S. L. Hall has been given 
additional duties and responsibilities 
in the agency department. 


Lincoln National Life 


Dr. William Waterfield Jr. has been 
appointed to the medical department. 
R. F. Roof Jr., joint regional group 
manager in Chicago, 


* 


you like Bob? 


Two years ago, Bob Ham made a 
decision which marked a key turn- 
ing point in his insurance career. 
After five years of successful super- 
visory experience, he was ready and 
anxious to start building his own 
agency. He found the opportunity 
he wanted with Midland Mutual. 
Today, at 33, he’s achieving note- 
worthy results as a General Agent. 
Why did he join Midland? 
Bob’s answer: “My No. 1 concern 
was finding a progressive company I 
could count on for effective support 
in every area. Midland was and is 
just such a company. The men at 


Midland Mutual has 


Midland understand field force 
problems, recognize and reward in- 
dividual initiative, and treat their 
General Agents like important peo- 
ple. To top it all off, they gave me 
a terrific contract and the financial 
help which is so vital in getting a 
new agency off the ground.” 

If you’re like Bob Ham, you have 
ability and ambition. You’re ready 


has been ap- 


pointed group sales manager at the 
home office. T. G. Thornbury, attorney 
has been promoted to assistant coun- 
sel, and P. E. Snyder, planning analyst, 
is now senior planning analyst. 


Pacific National 

T. C. Kallam has been appointed 
superintendent of agencies for Cali- 
fornia, a newly created post. He was 
formerly co-general agent of Kallam 
& Byers agency of Columbus Mutual 
in Oakland. He began in life insurance 
with Jefferson Standard Life in 1946 
at Oakland, remaining with that com- 


ie 


for your own shop this year. You’re 
searching for a company with an 
outstanding program of field sup- 
port and agency development. In 
short, you’re looking for Midland 
Mutual. 

Write Charles E. Sherer, CLU, 
Vice President, Midland Mutual 
Life Insurance Company, 256 East 
Broad Street, Columbus, Ohio, 


. MIDLAND MUTUAL 


af LIFE INSURANCE COMPANY 


nmediate agency openings in Tampa-St. Petersburg; Charlotte, North Carolina; Baltimore, Louisville; Memphis. Opportunities also available in other areas, 
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pany until the Kallam & Byers agey 
was formed in 1950. He has been y 
Pacific National since 1952. 


Northwestern Mutual 


J. G. Brown has 
been appointed 
superintendent of 
agencies, He has 
been assistant su- 
perintendent of 
agencies since 1958 
and from 1949 un- 
til that time was 
with the com- 
pany’s Morrison 
agency in Indiana- 
polis. In his new 
post, his prima- 
ry responsibilities 
will be in the agency management ¢ 
vision of the agency department, a 
he will supervise 39 of the compam 
96 agencies, principally in the midwe 
and southwest. A CLU, he majored 
life insurance at Indiana Universtj 
While in Indiana, he was an officer 
Life Underwriters Assn. of Indianapg 
and of the local CLU chapter. } 
brother, James, is a field director 
the Morrison agency. 


J. G. Brown 


Bankers Of lowa 

J. C. Archibald, vice-president, 
W. H. Brenton, banker and farm 
have been elected to the board to 
ceed R. J. Clemens and V. L. Cla 
who are retiring. Mr. Clemens 
completed 32 years and Mr. Clark 
years as directors. 


Minn. Mutual Life 


Dean Wahlberg, assistant actu: 
has been transferred to the gr 
department. R. M. Collins Jr. has be 
named assistant actuary and will he 
the research and mathematical se 
ices division. 


Central National Life 
Dr. Edward Langdon, medical dire 
tor, has been named medical direct 
of Central National group. He is 3 
assistant professor of internal medici 
at the University of Nebraska’s colle 
of medicine. 


Western Life, Helena 
G. B. Parsons, director of sales p 
motion, has been promoted to assis 
ant vice-president of sales promot 
He has been with Northwestern 
tional Life. 


Equitable Society 
R. F. Ende has been promoted fn 
assistant manager to account manag 
in the group department. 


HOME SECURITY LIFE has p 
moted Watts Hill Jr., assistant to f 
president, to executive vice-preside 
He has been with Bankers Trust @ 
in New York and a vice-president 
Durham Bank & Trust Co. 


UNITED AMERICAN of Atlantat 
appointed J. B. Parten to assist 
vice-president and director of agenti 
G. H. Dieter Jr. to treasurer, F. 
Clark Jr. to assistant secretary 4 
C. H. Kitchens to agency secretary. 


CONSUMERS NATIONAL LIFE 
Evansville has appointed R. E. Ké 
chief underwriter. He was most 3 
cently with Great Fidelity Life 
before that was with Hoosier Fal 
Bureau Life and Farm & Home 
Co. 


SUNSET LIFE of Olympia, Wa 
has promoted D. N. Collins from age? 
supervisor in the Pacific northwest 
director of agencies. He has been W 
Mutual of New York, Olympic Nati 
al, and United Benefit Life. 
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ors agen 
been y 
‘(CONTINUED FROM PAGE 6) 

jewed how his first few years in the 
business were spent in package sell- 
yg, “and I spent more than 50% of 
» time prospecting. Around 1958 I 
alized that the better producers were 
secialists in business insurance, pen- 
yn planning or estate planning. If I 
sre to meet the objectives I had set 
pward providing for my family, I felt 
must prepare myself for one of 
nese fields. 

“| tried pension planning, but the 
trong elements of competition in al- 
nost every case were not to my lik- 
ng. Although I do write a lot of busi- 


ual 


Brown fiocs insurance, estate planning has 
; vecome my specialty. 
ae “ “My approach to the estate planning 
compan rospect is that there are only three 
e midwegiings a man can do with his property 
najored he can. sell it, give it away, or keep 
Jniversiat for his heirs. In most cases any of 
officer mnese alternatives will involve taxes 
dianapd apital gains, gift, or estate and in- 
apter. } eritance taxes. Obviously the best 
lirector qourse is to keep his property and 
en let life insurance pay the taxes 
pon his death. 
a fore Business, Fewer Prospects 
ident, ag «4 properly-planned estate makes 
d farm or a grateful client. In this respect, a 
rd to siyproduct of estate planning is that 
L. Clatine good job leads to another—to the 
mens h@ytent that more than 70% of my 
, Clark @ojyme is directly traceable to my 
licyholders in repeat business and 
eferred leads. I am getting more busi- 
ife ess from fewer prospects.” 
t actual Donald C. Newton, Syracuse, telling 
the = griow his “pattern of. operations un- 
. has begiplded,” recalled that in 1938 he was 
will he@orking 60 hours a week selling un- 
tical semomplicated, single need cases. “But 


is was not what I really wanted to 
0, either in terms of income or of 


Life ersonal satisfaction,” he said. 

ical dir@ “Something that would demand 

al direcifpore of me and at the same time 

He is agfive more to my policyholders was 

1 medic@hat I wanted. Careful and detailed 

‘a’s coll@frograming for people who depended 
eavily on life insurance seemed to be 
he answer. 

mae lient Building 

sales p 

to assi@l “So I started a long range program 

promoti@# client-building with senior medical 

stern dents. For 12 years I talked with 
ery student who would give me an 
ppointment. Most of those who 

; ought as students and later set up 

1oted frmractice in the community became my 

t managmients. The result is about $7 million 
ow in force on the lives of physi- 
ans and members of their families. 

a “The results of concentration in a 


-, Phesive group are cumulative and 
-preside 


lf-compelling, if based on sound, 
Trust § iginal work and adequate, compet- 
‘esident it service willingly given thereafter. 

arming prestige in a closely-knit 
\tlanta Moup is the best path to growth. Ul- 
. assistamately, the prestige will become 
f agenci@moader-based—and only with the 
rer, F. @Wwer of prestige can one work in 
etary agepth and accomplish all that life in- 
-retary. #ance can do for a client.” 
L LIFE @ople To Grow With 
- E. KeliRobert E. Scott, Grand Rapids, 
most Mich, told of how, in 1942, he set 
Life @imself a long-term objective—to 
sier Fafbquire a group of promising young 
Home en as policyholders. “These people I 

ated to grow with, re-sell as their 
ia, Wasgreds matured, and cultivate as cen- 
om aget's of influence,” he related. 
rthwest @An analysis of my present business 


been wWaPows how the service approach, with 
ic Natio@f® Obligation of loyalty on the part 
the policyholder, has paid off. 
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45 Agents At Conn. Mutual Sales Meet 


Eighteen years ago policyholders and 
referred leads accounted for only 40% 
of my business. But in the past two 
years, 95% of my business came from 
this group—and 20% of these people 
contacted me. This shows dramatically 
that the satisfied customer continues 
to buy.” 

“Some Developments in Advanced 
Sales” was the title of the panel mod- 
erated by Mr. Starr, who led off the 
discussion by showing how advanced 


sales have grown in importance for 
Connecticut Mutual. 


30% Business, Employe Plans 
Business insurance and employe 
plans, he said, have accounted for 30% 
of the company’s paid business to date 
this year, and another 15% is trace- 
able to other areas of advanced sales. 
Discussing business insurance, Paul 
A. Hoeffer, counsel, advanced sales 
division, reviewed various applications 
of split-dollar plans, including the 
criss-cross, reverse split dollar, use 
with existing keyman insurance, sale 


11 


of personally owned insurance to a 
corporation and internal revenue code 
Section 303 redemption. 

He also described recent develop- 
ments affecting the interest deduction 
of minimum deposit plans and other 
tax questions affecting business in- 
surance with respect to the insured, 
the corporation and the beneficiary. 
Keogh-Simpson Bill 

Raymond M. Millan, attorney, ad- 
vanced sales division, covering the 
provisions of the Keogh-Simpson bill, . 
said that the Senate finance commit- 





For our field force. . . 





Advanced Training 


Bankers Life of Nebraska provides many opportunities for 
top producers, and those who sincerely want to become top 


producers, to upgrade their proficiency. 


For those who qualify, advanced seminars are held in the 
relaxed atmosphere of a small resort. Here, where recreation 
can be combined with education, the seminars offer the latest 
insurance marketing techniques. 
Our Training Department also goes into field offices to 
present advanced courses in Programming and Business 
Insurance. 
This extra measure of attention, in addition to the company’s 
fundamental training activity, is just another of the many 
ways that Bankers Life of Nebraska provides incentive to its 
field force. 


BANKERS LIFE OF NEBRASKA 


LINCOLN 





1ated that more than 7 million 

mployed persons would be eligi- 

, establish retirement plans under 

bill. This represents, he said, “A 

and predominantly untapped new 

rket for the sale of individual poli- 

cy pension, annuity and profit-shar- 

ing plans.” 

Potential Market Noted 

In spite of certain aspects of the 

bill which are not too favorable to the 

life insurance business, he urged the 

“alert and progressive” agent to recog- 

nize and begin cultivating the poten- 
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tial market the bill will open up, 
when and if legislation along these 
lines becomes law. 

Describing deferred compensation 
plans as a means of solving the ex- 
ecutive’s problem of too much current 
income and too little future income, 
Attorney Gerald J. Randall declared 
that “life insurance is ideally suited 
for and the most practical method of 
establishing a reserve fund from 
which payments can be made to bol- 
ster future income.” 

Thurlough G. Ricker, field consult- 
ant, advanced sales division, congrat- 


ulated Connecticut Mutual agents on 
their record sales of employe plans 


in 1960, a 45% increase over last 
year. 
Mr. Eierman, speaking from the 


point of view of the trust man, said, 
“Some cf us in the insurance and 
trust business are operating under a 
misunderstanding, a myth, that is hurt- 
ing us both where it hurts the most 
—in the pocketbook. This is the one 
that says trust men and insurance 
men are on opposing teams. 

“The fact of the matter is that their 
interests coincide more often than 





























You can “Roll a Strike” every time with Columbus 
Mutual’s Agent’s Contract, Induction Program, 


money and you make money with: 


Top Commissions on Leading Par and Non-par Policy Contracts. 


Vested Renewals. 
Quis. Lifetime Compensation in Service Fees. 
Non-Contributory Pension Plan. 
Free Group Life Insurance. 


New Induction Program — completely flexible for 
new agents, established producers, and brokers alike. 


Profitable, success-proven Sales Packages. 
Practical, easy-to-use Visual Presentations. 


Streamlined Rate Books for 


> Maximum Production in Minimum Time. 
aN Unexcelled Aut-O-Check 
2 > and Check-O-Matic 


premium payment plans. 









Well-balanced General \ 
Agent’s Contract 
providing liberal 
overwriting and liberal 
expense allowance. 


PLUS 


Friendly, effective Home 
Office assistance to help 
you in your Recruiting, 
Training, and Agency 
Building Program. 












MUTUAL'S 
Agent’s Contract - 


Induction Program 
Sales Packages 


AGENCY-BUILDING OPPORTUNITIES in: 
Alabama, Arizona, California, Delaware, Florida, 
Georgia, Illinois, Indiana, lowa, Kansas, Ken- 
tucky, Maryland, Michigan, New Jersey, North 
Carolina, Ohio, Pennsylvania, Texas, Virginia, 
Washington, D.C., and West Virginia. 


“COLUMBUS MUTUAL 


Life Insurance Company 


; Columbus 16, Ohio 
Frederick bk. Jones, President Fred C. Adams, Sup’t. of Agents 








and Sales Packages — because your agents make | 
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they clash. For we have two bag 
functions in common—to help bujj 
estates and to conserve them. As 
derwriters, you help build estates wit 
insurance; as trust men, we help buij 
estates with investments, and we} 
advertised for years that life insy 
ance should be a man’s first invey 
ment. 


Principles Of Partnership 


“I’m going to set down two pri 
ciples of partnership as a practi 
guide to our working together. Op 
because estate planning is a cost 
thing to us, there must be a reasoy 
able prospect that worthwhile b 
ness will develop for the trust ins 
tution. Second, what is acceptal 
business for a trust institution? §j 
is the main criteria, and though py 
icy differs from bank to bank, as 
general rule of thumb, assets of $10 
000, exclusive of insurance, and $2)j 
000, including insurance, holds tr 

“Now, what benefits can you a 
your policyholder expect from wor 
ing with a trust company. First, ¢ 
trust man, with his day-in and da 
out experience in pre-administeri 
estates can save money for your Clig 
by spotting snags which could comp 
cate the administration of an es 
Secondly, this preview is in the for 
of a detailed estate analysis, usual 
produced without cost or obligation. 


More Time To Sell 


“You get more time to sell in 
ance because you have less detail 
planning and you become more g 













lective in identifying prospects. Direc 
“The trust officer will incorporg 

in the estate analysis those insuran Sales 

recommendations he thinks advisab Rex 


but he must reserve the right to di 
agree—and when he does disagree, | 
does it in private with the underwr 
er. For there to be cooperation } 
tween the trust man and the ins 
ance man, both must know what Ii 
insurance can do, what its limitatig 


We are sp 
ducing filn 
tion pictr 


slidefilms . 



















are, and recognize what estate prj Companies 
lems are best solved by other meagg stock films 
And the main consideration sho vidually c 
always be what is most advantaged the special 
for the client.” our insur: 
Mr. McGorry discussed the use @ clients. 30 « 
trusts for tax savings. Motivatio: 
S. Russell Mickle, Charlotte, Wl films have; 
elected chairman of the Leaé of 
: over $1 
Round Table sales advisory cound dane. To | 
Other members of the council 4 ie o 
Fred Brand Jr., Pittsburgh; Chargg ‘teative fi 
J. Krasne, New York; Donald C. Neg Service will 
ton, Syracuse; Robert E. Scott, Gragj your comy 
Rapids, and Verne D. Waldron, Fi telephone u 
Worth. 
Salesmen from 19 agencies of Ba 
ers Life of Des Moines attended 
senior sales training school in 4 MoTiC 
home office. st 
8 td] 
a Service Guide 
CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 
G, Coltom JOHN 
30 N. LaSalle St. Chicago 2, lit ASSOC 
Financial 6-9792 1122 Central 
Alpine 1-8520 


pees Professional Services On 
* RATE BOOKS - 
Planning — Page Designing — Preparation 
Proof Reading — Production — Covers 
FAST © ECONOMICAL 
DUNCAN anv COPELAND, INC, | 


1038 W. Peachtree St., NW © Phone TR 
times Atlanta 9, Georgia 
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FILMS 


Direct Selling 
Sales Training 
Recruiting 


We are specialists in pro- 
ducing films . . . both mo- 
tion picture and sound 
slidefilms .. . for insurance 
companies. These are not 
stock films but films indi- 
vidually created to meet 
the special requirements of 
our insurance company 
clients. 30 of these Colburn 
Motivation Presentation 
films have aided in the sale 
of over $1 billion in insur- 
ance. To learn how our 
creative film production 
service will be of benefit to 
your company, write or 
telephone us. 





MOTION PICTURES 
SLIDEFILMS 


JOHN COLBURN 
ASSOCIATES, INC. 

1122 Central Ave., Wilmette, Illinois 

Alpine 1-8520 ¢ Chicago: BRoadway 3-2310 
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|Many Groups Whet Hatchets For H.R. 10 


(CONTINUED FROM PAGE 2) 

is debatable. Both its exclusion clauses 
and the state responsibility provisions 
would undoubtedly attract strong po- 
litical pressures. In the end such a plan 
could cover almost everyone over age 
65 with the federal government pay- 
ing most of the cost out of general rev- 
enue. 


Vertical Expansion A Hazard 


Another point to be considered is 
the risk of vertical expansion below 
age 65. On the one hand, it is con- 
tended that the age 65 cut-off could 
not be maintained in the face of po- 
litical pressure, if a social security 
plan is adopted. On the other hand, 
eligibility based upon a liberal income 
test may also be difficult to maintain, 
since many individuals below age 65 
might be in a position to satisfy such 
tests, particularly if unemployed as a 
result of illness. 

Beyond this containment issue is a 
more basic and pervasive problem 
which can be stated as follows: Assum- 
ing a government prepaid medical care 
program for the aged which covers a 
high percentage of those over age 65, 
should the program be financed 
through the payroll tax mechanism or 
should it be financed out of general 
revenue? 


Lists Factors To Consider 


Some of the factors that should be 
weighed in coming to a conclusion on 
this issue were outlined by Mr. Thore 
as follows: 

1. Under the social security payroll 
tax approach the congressional com- 
mittee enacting the legislation is also 
responsible for financing: the cost of 

| the additional benefits. 

2. In the case of general revenue 
financing, the committee recommend- 
ing changes would have no responsi- 
bility for raising the revenue to meet 
the cost of additional benefits. Under 
the general revenue approach the cost 
of benefits must be appropriated in- 
dependently and generally where leg- 

| islation has been enacted the approp- 
riation is forthcoming. 

3. If benefits are over-liberalized 

| the general revenue approach could re- 
sult in deficit financing and thus con- 
tribute to inflation. The payroll tax 
| is also inflationary in that it increases 
| the cost of goods and services. 


| Could Establish Precedent 


4. The financing of a broad medical 
| care program for the aged out of gen- 
eral revenue could establish a new 
precedent which might spread to the 
| old age and survivor disability insur- 
| ance system, in which event future 

liberalizations of that system might 
be financed through a combination of 
payroll tax and general revenue. 

Mr. Thore concluded his remarks 
with some general observations con- 
cerning the trend toward increasing 
government participation in the na- 
tion’s social and economic life. He said 
that, in his opinion, the life insurance 
business must continue to stress res- 
traint in the field of social legislation, 
must oppose unsound economic poli- 
cies and must vigorously challenge un- 
fair and onerous tax measures. Since 
most political observers feel that the 
| tendency of the federal government 
| to expand and to intervene is not tem- 
porary, the attitude of the life insur- 
ance business should be based upon 
long range planning and evaluation. 
This rules out expedient action and 
the pious hope that the current trend 
will be completely reversed. Undoubt- 
edly more emphasis should be placed 








on realistic evaluations of probable 
results. But it would be a serious mis- 
take to assume that effective industry 
political action alone will defeat the 
aims of the collectivists. The ultimate 
answer to government competition or 
intervention in the field of life insur- 
ance depends on effective action in 
expanding voluntary insurance cover- 
ages. This is the responsibility of every 
agent and every company. It means 
greater emphasis on improved services, 
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marketing and manpower building. 

“It is often said that one way to 
convert a socialist to capitalism is to 
provide him with a substantial stock 
interest in a successful corporate en- 
terprise,” said Mr. Thore. “Similarly, 
the greater the individual’s participa- 
tion in the voluntary insurance system, 
the less likelihood he will turn to gov- 
ernment for security. As voluntary in- 
surance grows and occupies a fuller re- 
sponsibility for providing protection 
against the many hazards of life, the 
demand for more social security should 
disappear.” 








“| agree North American Reassurance 
is quite a help, Howard, but isn’t that 
a big statement?” 

“Well, remember when their field rep- 
resentative was here last week? He 
gave us the dope in a hurry on how to 
solve those three problem cases last 
month. So happened we retained two 
cases ourselves and ceded one to them.” 

“Hmmm, that’s true . . . and their help 
is fast. Why, | phoned them about a 
highly rated case one morning last week 
and their decision was on my desk when 
| got back from lunch!” 

“And since you mentioned substand- 
ard, how about the way North American 
Re will accept facultative cases rated up 
to 1000%? How about the applications 
we had to turn down that they've re- 
vived for us?” 


helps underwriters and other life company 


John R. Ward of North American Re—and 
Exclusively,’ which outlines our many servi 
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Our background in life reinsurance exclusively 


solve problems over a broad range. For two good samples 
of this background, send now for your copy of 
“Economic Hesitation in Life Underwriting,’ 


“Ted, having our 
reinsurer Is like 
having two more 
top underwriters, 
at no cost!” 


“Now there’s a service that’s really 
had an effect on the agency force!” 

“Not to mention their advice on the 
recent revisions of our non-medical 
limits and medical requirements .. . and 
all those special medical studies they 
publish, and...” 


“I'm convinced — 
except it may be 
three underwriters 
instead of two!” 






executives 


* by Vice President 
your copy of ‘Reinsurance 
ces. Simply address: 


NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 


Regional Offices 


230 North Michigan Ave., Chicago 1, Ill. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Calif. 


Reinsurance Exclusively 


DENT & SICKNESS « GROUP 


HieNATIONAL UNDERWRITER 


Editorial Comment 
If London Lloyd's Goes Into Life 


What’s likely to happen to jumbo 
group, association group and “wild” 
group if London Lloyd’s goes into the 
life insurance business? As we reported 
in last week’s issue, the London Eco- 
nomist says the committee of Lloyd’s is 
considering such a move, and there is 
potent motivation pushing it in that 
direction. 

Assuming that Lloyd’s goes into life 
insurance, it seems inevitable that it 
will put its main marketing effort in 
the United States, because of this coun- 
try’s buying power and its proved will- 
ingness to buy large amounts of in- 
surance. 

Moreover, it seems likely that 
Lloyd’s would concentrate heavily on 
group lines rather than individual pol- 
icies. For one thing, large-unit sales 
are characteristic of the Lloyd’s pat- 
tern of operation. For another, the 
Lloyd’s source of business in this 
country tends to be brokers handling 
big cases. Equally important is a fact 
mentioned by the Economist as an ob- 
jection to entering the life business: 
It ties up a lot of money for a long time. 
Lloyd’s underwriters are not accus- 
tomed to waiting for extended periods 
to learn whether they made or lost 
money. But with group life, for ex- 
ample, both the amount of money per 
$1,000 of obligation and the length of 
time for which the obligation is under- 
taken are much less than with indi- 
vidual permanent forms of life in- 
surance. 

Also, setting up an agency force in 
the United States to sell individual pol- 
icies would be expensive and would in- 
volve a long wait before expenses 
could be recouped. It would force 
Lloyd’s to have its life insurer ad- 
mitted in each state in which it sought 
business. 

On the other hand, a Lloyd’s life 
insurer could do a group business on a 
non-admitted basis. It could disregard 
such restrictions as the 20/40 limit. In 
fact, its activity might well bring heavy 
pressure to get such restrictions re- 
moved. 

The fight to keep employers from 
buying all the different kinds of group 
coverage they want and in the amounts 
they want has had a difficult time be- 
cause of the alternative sources of 
coverage, such as self-insurance, that 


are available. However, the utilization 
of these sources has been limited be- 
cause in general they are complicated 
or expensive. The addition of so im- 
portant an alternative source as a Lon- 
don Lloyd’s life insurer could change 
this entire picture materially —R.B.M. 





Personals 


Miss Fannie Hardy, executive as- 
sistant to the Commissioner of Arkan- 
sas, was elected president of National 
Federation of Business & Professional 
Women’s Clubs at the annual meeting 
in Philadelphia. The organization has 
a membership of more than 175,000 
business and professional women. Miss 
Hardy has been with the Arkansas de- 
partment since 1953. 


Mrs. Eleanor Dowling, formerly as- 
sistant to the executive vice-president 
of NALU, was a week-end guest of 
Mrs. Elsie Doyle, Union Central, Ft. 
Lauderdale, Fla., NALU nominating 
committee chairman, en route to the 
annual convention of the American 
Nurses Assn. at Miami Beach. Mrs. 
Dowling is managing editor of RN, 
national magazine for nurses 


Lester O. Schriver, executive vice- 
president of National Assn. of Life 
Underwriters, has been appointed to 
the association committee of the 
United States Chamber of Commerce 
for a one-year term. The committee is 
made up of 40 association executives 
and leaders representing a wide range 
of business and industry. Its duties in- 
clude advising the chamber’s board in 
the development of activities and serv- 
ices aimed at increasing the effective- 
ness of trade and professional associa- 
tions. The committee also works to 
educate business, government and the 
public on the value of associations. 


Deaths 


DANIEL W. BAKER, 25, district 
manager for Wisconsin and Minnesota 
of Rough Notes Co., died in Methodist 
Hospital, Indianapolis, after a brief 
illness. He had been with Rough Notes 





a year, moving to Milwaukee about 
eight months ago following his pro- 
motion to district manager. He for- 
merly was with Great-West Life in 
Indianapolis. 


MURRAY A. POWELL, general 
agent at Texas City for Gibraltar Life 
of Dallas, died of a heart attack. He 
was the company’s oldest general agent 
from point of service. 


NAII Initiates Grant 
To University Teachers 


National Assn. of Independent In- 
surers has made a grant of $1,000 to 
American Assn. of University Teach- 
ers of Insurance to be used for cash 
awards to authors of outstanding ar- 
ticles and book reviews appearing in 
the Journal of Insurance, the associa- 
tion’s official publication. The articles 
will be judged by a special committee 
of the association under John S. Bick- 
ley, University of Texas. It is under- 
stood that the grant will be a continu- 
ing one. 

The association has also announced 
its nominating committee: Daniel Mc- 
Gill, University of Pennsylvania, chair- 
man; William T. Beadles, Illinois Wes- 
leyan University, and Charles Center, 
Wisconsin University. 

Association membership now num- 
bers 311 active, 409 associate, five hon- 
orary, eight complimentary and 139 
institutional. 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
135 S. La Salle St., Chicago, July 19, 1960 






























Bid Asked 

$ $ 
Aetna Life 82 84 
American General  ........:cccceeeee 3312 35 
Beneficial Standard _ ...........00 144% 1542 
Business Men’s Assurance 41 43 
Cal.-Western States _........ 48 52 
Commonwealth Life 1742 1812 
Connecticut General 357 362 
Continental Assurance 137 141 
Franklin Life ............... 73 15 
Great Southern Life ...........:00 67 69 
Gulf Life 18 19 
Jefferson Standard ............ 39 4012 
Liberty National Life 5412 56 
Life & Casualty ......... 1642 17% 
Life of Virginia ...... 50 52 
Lincoln National Life ................ 234 238 
BUathomal Ts. Ge A. nccceccccceccsccccescoveses 104 107 
North American, II. 13 14 
Ohio State Life ...... 45 47 
Old Republic Life ..... 19% 20% 
Republic National Life .... 37 3812 
Southland Life ............. 88 91 
Southwestern Life  ...........:cce 54 56 
Travelers 87% 89 
United, Ill. 33% 3412 
U. S. Life 37%2 3812 
Washington National ..........000 47 49 
Wisconsin National Life ............ 32 34 





The National Weekly Newspaper 
of Life and A&S Insurance 


EDITORIAL OFFICE 
17 John St., New York 38, N. Y. 

Tel. BEekman 3-3958 TWX NY 1-3080 
Robert B. Mitchell, Executive Editor 
William Macfarlane and Jud Higgins, 
Assistant Editors 
CHICAGO EDITORIAL OFFICE 
175 W. Jackson Bivd., Chicago 4. IIl. 
Tel. WAbash 2-2704 TWX CG 654 
John C. Burridge, Associate Editor 
Richard G. Ebel, William Faltysek and 
zg. &.¢ den, A tant Editors 
Marjorie Freed (production! and 
Barbara Swisher, Editorial Assistants 








THE NATIONAL UNDERWRITER 
@ 


Published by 
The National Underwriter Co. 


OFFICERS 
John Z. Herschede. President 
Louis H. Martin, Vice-President 
Kenneth O. Force, Vice-President 
H. P. Gravengaard, Vice-President 
Robert B. Mitchell, Vice-President 
George C. Roeding, Vice-President 
James C. O’Connor, Secretary 
Joseph T. Maloney, Treasurer 
ADVERTISING OFFICE 
175 W. Jackson Blvd., Chicago 4, IIL 
Tel. WAbash 2-2704 TWX CG 654 
Raymond J. O’Brien. Advertising Manager 








SUBSCRIPTIONS: 420 E. Fourth St., Cincinnati 2. $7.50 per year ‘3 vears. $20': Canada $8.50 
per vear ‘3 vears, $23); Foreign $9 per year (3 years. $24.50) 
50 cents. CHANGE OF ADDRESS: Enclose mailing wrapper ard Post Office form 3579 with 
nev address, and allow three weeks for completion of the change. 


39 cents per copy. back copies 


BUSINESS OFFICE 


420 E. Fourth St., Cincinnati 2, Ohio 
Charles P. Woods, Sales Director 
REGIONAL SALES MANAGERS 

Fred Baker, Atlanta 
Paul Blesi, Cleveland 
Alfred E. Cadis, Dallas 
David Chapman, Des Moines 
Dana L. Davis, Boston 
James E. McSurely Jr., Denver 
William J. Gessing, Detroit 
Clarence W. Hammel, New York 
Roy H. Lang, Boston 
Howard J. Meyer, Minneapolis 
Raymond W. Rieke Jr., Los Angeles 
William D. O’Connell, Chicago 
George C. Roeding, Cincinnati 
A. J. Wheeler, Chicago 
Robert J. Wieghaus, Chicago 
George E. Wohigemuth, St. Louis 
Robert I. Zoll, Philadelphia 



























July 23, 23, 196 

e 
Bid Prices Given For} con 
More Insurer Stocky ¥*™ 
In June And Dec. oa 
/ ‘ . Aetna Fi 
_ Bid prices of 96 fire-casuaity king a stra 
life company stocks as of June 30, Sra swing 


and Dec. 31, 1959, compiled by Ley 
ing Cartwright of Cartwright, Valk 
& Co., are shown in the listing be 
This supplements an earlier list 


estment earr 
9 produce ea 
edits. Also, 






































? ance instit 
119 stocks that appeared in the J ed up in s 
9 issue. a : 
Bid - 
6/30/60 123 Travelers 
‘ /30/60 12/% 
Academy Life, Colo. .......cccccc 25, tna Life. T] 
All States Life ........... 31, € ; 
American Bankers Ins. 181 en Stephen. 
Am. Bankers Life ...... 1454 
—_ pune Life ... 10% y 
m. Fidelity & Cas. .... 11 i 
Am. Founders Life, Colo. . 1% Continent 
Am. Founders Lite, Tex. 24 ocks, staged 
m. Heritage Life 83 
Am. Home Assur. ... 43 ppeared. Nat 
Se. ome Life, Ind. 11 whereunder I. 
m. Indep. Reins. ...... 2Y, j 
Am. Life & Cas., N. D 9 . bf National to 
American Life, Ala. . 7 hares Of Cor 
m. Service Life ..... 3! Y 
American Surety 14.4 0% of the s 
Appalachian Natl. 3 tatement. 
Associates Life .0..........ccccscscsesssseeee 4% 
= Life 57 
ankers Natl. Life ............00000. 201, 
Blue Ridge Fire ....... 4° New Ams 
Central Stand. Life . 184% ation. The st 
Citizens Cas. ...... 83% 
—— Life ........ 93% 
oastal States Life . 19 
College Life ........ 52 General | 
Consol. Am. Life . 4% nsurance stoc 
Constellation Life ... 258 
ys ger — Life .. 3* 
ont. Am. Life, Texas. 1! ini 
Cont. Am. Life, Del. ‘ Dominick 
— Belt Ins. .... 33% nalyzes und 
orn Belt Life .. 33 i 
Crown Life, Can. 195 lowing the e 
aed Fire, N. J. . 3 
astern Life ............. 23 
Equitable Life, D.C. 46% The Com: 
Federal Life & Cas. ...... 79 bf Maryland C 
Fidelity Bankers Life .. 6% ith 
First United Life, Ind. 4 ment with an . 
Germantown Fire .......... 125 waiscount from 
Great Am. Life Und. 649 ; 
— ——— Life .... 234 
rea idelity Life .. 2* 
Great Western Life ...... I? Great Am 
Guaranty Savings Life . 8% wend Monday Yr 
Gulf Am. Fire & Cas. .. 2 
+ ad Insurance ............ 37 
ome Owners Life .. 1M% 
Ill.-Mid. Cont. Life .. 55 
Imperial Life «0.00000... 80 7 THANK 
Insurance City Life 28 
Ins. Corp. of Am. ... 234 
International Life ... 1% 
Inter-Ocean Ins. ..... 48 
Inter-Ocean Reins. 50 q 
Investors Security 2 to 
Kennesaw Life & Acc. 2 
Kentucky Central L.& 13 
Liberty Life .... 17 
Life of Georgia 70 
Life of Ala. ........ 19 
Loyal Am. Life 31% se 
Loyal Protective .... 52 
Maine Fidelity Life 412 
Maryland Natl. Ins. 15 Abo 
Maryland Life a. 57 ut one 
idwestern United Life 35% i ins 
Mutual Savings Life .... 7 the life ins 
Natl. Bankers Life .... 45 POURED I 
ney Fidelity Life . 1742 ] 
atl. Union Life ..... 4 “ 
Natl. Western Life . 634 MONEY 
Neb. Natl. Life ......... 3% approach tc 
Northeastern Life ... 25 th 
Oil Industries Life 15 as the IDE, 
atl., Tex. 9% 
Oxford Life ........... % out from ut 
Pacific Mutual Life .. 11 in Mutual | 
ee Life, Fla. 3% 
Peoples Life, D. C. 35% « 
Preferred Ins. . 14% MONEY 
Postal Life ocr 15 surance sal 
rovident Life, N. D. ou... ae. ; 
Pyramid Life, N. C. . 4 with its ID 
Seaboard Life ........... 6 AND 
Security Life & Acc. 42 ITS \ 
Security Life & Trust 4512 It gi 
South Coast Life ..... ie t gives t 
S. W. Am. Life ......... Va 
Standard Security Life 7% on a6 
Standard Union Life 342 
Union Trust Life ........ 612 ORD 
United Services Life 46 
University Natl. Life 256 
Volunteer State Life 56 
WEBB TTC osscessssccesscsssesessscessoncoeses 73 
*Offering price 
Associates Life of Indianapolis 
$1,033,000 of new life business and 
duced $56,226 of individual annuall 
health premiums in June, three 
that of June, 1959. 
Michigan Life held its annual % 
conference at Boyne Mountain, Mi 
at which time 34 agents were & Sorr 
awards for qualifying for the Pr y 
dent’s Production Club. MUST 
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Comments On The Insurance Field 





From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 


Aetna Fire has been a mercurial performer in the insurance stock list. After 
raking a Straight line advance from 73 to 97, it fell back into the 80’s and had 
Weveral swings of four or five points. Monday morning it was 84 bid. With in- 
@estment earnings of $7.50 or so per share, underwriting profits could be such as 
@, produce earnings of $10 or $11 per share—mainly tax free by reason of tax 
Wredits. Also, Aetna is a prime candidate for an amalgamation with a life in- 
ance institution when and if the New York impediment is removed. Phoenix 


the J oved up in sympathy but without the same mercurial action. 



























kt 
Travelers continued to be in strong demand and stretched its lead over 
hetna Life. The two possess similar values and frequently are quoted just about 


en Stephen. Travelers was 884% bid Monday morning, Aetna Life 8214. 


} | 
Continental Casualty, which for several weeks singularly of the insurance 
ocks, staged a fast runup, fell back about 10 points, as buying orders dis- 
ppeared. National Fire also dropped 10 points following word of the swapout 
Wyhereunder Insurance Securities Trust Fund of Oakland sold its 50,000 shares 
if National to Continental Casualty and received in exchange cash and 20,000 
hares Of Continental Assurance. Continental Casualty now owns more than 
0% of the stock of National Fire. Thus they can now make a consolidated 
tatement. 


ti 


—iLl~ 
New Amsterdam Casualty has been uncommonly active, suggesting a flir- 
ation. The stock has had a recent advance of about 6 points, to 54. 
ri) | 
General Reinsurance crossed the 100 mark. It has been one of the best 
nsurance stocks of recent years. 
wnt | fe 
Dominick & Dominick, in its Monthly Insurance Stock Notes for July, 
nalyzes underwriting margins and market discounts. A table is presented 
thowing the effect of profit margin on market price for 18 companies. 
— |} | | = 
The Commercial & Financial Chronicle in its July 7 issue carries a study 
bf Maryland Casualty concluding that this is a “high quality marketable invest- 
ment with an attractive yield for a casualty stock.” It is selling at a considerable 
tiscount from book value. _ 


—{|{— 
Great American Life Underwriters advanced about 60 points in short order 
wend Monday morning was 710 bid. Behind each share of G. A. L. U., there are 
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FOR A TERRIFIC RESPONSE 
to our NEW REFRESHING AUDIO VISUAL 
FILM AND RECORD OF 


‘““MONEY when it REALLY MATTERS” 


About one month ago we introduced this new IDEA FILM and RECORD to 
the life insurance industry. Since then ORDERS AND RE-ORDERS HAVE 
POURED IN FROM ALL OVER THE COUNTRY. 


“MONEY when it REALLY MATTERS?” is truly the refreshingly different 
approach to life insurance selling because it forcefully presents life insurance 
as the IDEAL INVESTMENT OF ALL TIME. It diplomatically pulls the rug 
out from under your competitors who would advise your prospects to invest 
in Mutual Funds or Securities instead of life insurance. 


“MONEY when it REALLY MATTERS” will not embarrass the life in- 
surance salesman nor insult the intelligence of his prospect. It is unique 
with its IDEA ILLUSTRATIONS—ITS BRIGHTLY COLORED FRAMES— 
AND ITS VERY FORCEFUL NARRATION. 


It gives the prospect plenty of reasons for investing in a life insurance 
program as opposed to other types of investment plans. 


ORDER YOURS TODAY AND YOU'LL SEE WHAT WE MEAN 


Single sets $25.00 each 

2-5 sets 20.00 each 

6 or more 15.00 each 
(State record size you desire 33 or 45) 


LANE ENTERPRISES 
2145 South Clermont 
Denver 22, Colorado 






















Sorry we cannot BILL individuals — your remittance 
MUST accompany order. We will gladly BILL companies. 
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5.8 shares of Franklin Life. Thus, the market equivalent, with Franklin at 73, 
would be about $1,150. The advance was due to the long-awaited SEC decision 
which, retroactively to Jan. 1, 1941 grants to G. A. L. U. exemptions from the 
investment company act of 1940. Thus the way appears to be cleared for the 
5-1 split of G. A. L. U. which was suspended due to the SEC action. 


Elsewhere in this issue is a list of the bid prices of about 100 insurance 
companies at June 30, 1960, with the comparable price at December 31, 1959. 
This is supplementary to a similar listing for about 120 companies in the July 
9 issue. : 

Apropos of the capital question of whether the life insurance house ought 
to offer to the public investment programs beyond those provided in traditional 
life insurance and annuity contracts is the announcement that Swift & Co. will 
give its salaried employes a chance to buy mutual fund shares through payroll 
deduction. 


i 


The One William Street Fund reports that in the quarter ended June 30 
they sold 15,000 shares of Continental Ins. Co., thus eliminating entirely their 
holdings of this issue. In the previous quarter they sold 40,000 shares. 





Consulting Actuaries ence last fall. Many of the papers are 
i presented in non-technical language, 
Release Proceedings and subjects relate to life and casualty 


Volume IX of The Proceedings of companies, fraternal societies, pension 
the Conference of Actuaries in Public funds, banks and trust companies, edu- 
Practice is off press and available from cational institutions and professional 
the conference, 10 South La Salle organizations. 

Street, Chicago 3, at $12.50 per copy. _ 
The volume contains papers presented Old Equity Life of Evanston, IIl., has 
at the annual meeting of the confer- been licensed in Pennsylvania. 





,..for richer for poorer, 
in sickness and in health...” 





Yes, we'll marry your time-loss client. And we'll stick 


with him through good times or bad—come what may. 


After we recite the vows of our new Guaranteed 
Renewable disability income series your client can be 
assured of time-loss coverage until he’s 65. 


And while you’re acting as matchmaker be sure to 
mention that we offer twelve elimination periods and 


several benefit periods (including one all the way to 65). 


If that doesn’t cause him to blush with joy 

mention that there’s no house confinement, that waiver 
of premium is allowed, and that there’s a 

built-in recurrency clause. 


And to you, dear matchmaker, we are 
willing to pay not only liberal vested commissions, 
but Lifetime Renewals as well. 


Pardon us while we practice our vows. (We'll 
listen for your call.) 


“...for richer for poorer, in sickness and in health...” 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles/W. B. Stannard, Senior Vice President 
(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals...they last as long as you do! 
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: a . comes up with a problem to which a 
Sul vey Policyholder Relations Programs survey approach would be applicable, 
the research staff prepares a proposal 

(CONTINUED FROM PAGE 5) course, all of these pieces weren’t ad- which outlines (1) the objective of the 

with the manifold ways in which our vertising; some explained changes in survey, (2) the procedure to be used in 
two-billion-dollar investment portfolio state law, additional coverages re- the survey, (3) the schedule and (4) 
is put to work to make jobs through- quired or available, accident reporting the costs. If the plan is approved, then 
out America. procedures, etc. However, we now the survey is conducted usually by an 
have a four-page letter to be mailed jndependent research firm or occa- 


ALLSTATE with our auto insurance renewals. It sionally by our own staff. 


Our agents have forwarded com- gets away from confetti mailings by We do pass on reactions of our 
ments indicating that some of our cus- incorporating several separate pieces policyholders to our agents in a gen- 
tomers don’t like multiple mailings into one eral way, but individual responses in 
with their renewal notices. In the past, Our procedure for planning and con- all studies are held in the strictest 
we sometimes used as many as eight ducting surveys is as follows: When confidence and not used for a sales 
separate pieces in one mailing. Of someone within our organization approach. Our research people tell me 





Report from Chicago... 





North Amer. Co. for L., A. &H............... . 673,410,739 
58,654,521 





WOR. se ss : 
cae 11,966 


Growth and progress . . . dramati- 
cally portrayed by The National 


Underwriter’s latest rankings of | 


717companies—North American 


up 65 positions over the previous | 


year! 

This is a typical North Ameri- 
can action story—a continued 
story. For instance: this year 
North American’s Ordinary life 

tAuthority: — sales (exclusive of group or re- 
The National insurance) were up 250°7 over 
Underwriter. \ the first four months of 1959. 
Based on 717 At North American Total- 


Companies 


Reporting modern professionally tested 


total-merchandising. Together 
they command the authority 
that wins sales for North Ameri- 
can fieldmen. 

Whatever the aim may be in 
life—or A&H sales—The North 
American’s positive performance 
spells success! 

*Total-Quality is the mark of 
distinguished products by North 
American since 1886. 


The Since 1886 
NORTH AMERICAN COMPANY 


for LIFE, ACCIDENT AND HEALTH INSURANCE 


209 SOUTH LASALLE STREET + CHICAGO 4 « ILLINOIS 
Operating in 48 states and District of Columbia Now over $700,000,000 in force 





Quality* has been fused with © 


July 23, jily 23. 


this is the normal procedure (or gjfrvice, \ 
sumer surveys among nearly all codfyre to the 


panies and they consider it ineth 
to use individual responses jor 
promotion contacts. 


NATIONAL LIFE OF VERMQ 


We are quite active in this 


through the use of quarterly prenj 


id ness is CC 


agency SY: 
C 


Occiden 
not condu 
licyholc 
we do Col 


notice stuffers. Some of the stuti@tions amo 


are of an institutional nature 
some are straight merchandising 
different plans of insurance. Our 


turns are what we consider most ¢ 
isfactory and run anywhere from} 


to 9% for each mailing. 
We also have a policyholder 


their most important prospects, 
own policyholders. This latter prog 
is not a company project but is 
available to individual agents 
their own imprints. The magazine 


issued three times yearly with ey 
issue running as many as 75,000 copis 
yg correspond 
smhome offic 


For editorial material we rely 
reprints of articles from other ma 
zines. We have adopted this policy 
order to get the third party imps 
in other words, the material is 
something that we have written, } 
rather presents the opinions of 

ers from some of the country’s lead 
magazines. The articles do not neg 
sarily deal with insurance, but arey 
lected on the basis of what we thi 
would make good reading matter. 


CONTINENTAL CASUALTY 


We do not have a policyholder x 
tions program as such, but of cow 
our policyholders are furnished wi 
identification cards, instructions a 
forms for reporting claims, bail ba 
identification cards and various m 
terial in pamphlet form regarii 
coverage. 

Being an agency company, wei 
not have a great deal of contact 4 
rectly with insured by mail or othe 
wise, excepting of course through ¢ 
claim service. Our policyholders kn 
that we have countrywide claim se 
ice, with claims’ offices _ locas 
throughout the country and also ti 
our agents countrywide always 
ready and able to give assistance 
our policyholders. 


Relations Closer With Large Risk 


We have more contact with polit 
holders on large risks along engined 
ing and auditing lines and our men 
trained in the importance of § 
policyholder relations. However, 
the mine-run individual business 
do not at the present time have 4 
policyholder relations program Ot 
than the information furnished wi 
the policies and the countrywide cla 
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A CONSULTANTS 








O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 














g CONSULTANTS 


IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BU: 


FRANK LANGT:A ASSOCIA 


ONE NORTH LASALLE ST. 521 FIFTH AVE 
CHICAGO 2, ILLINOIS NEW YORK 17,8 
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Ire {for cofiservice, which is due in a large meas- 
rly all cgffyre to the manner in which our busi- 
it inethidfpess is connected with the American 
2s ior saMagency system. 


OCCIDENTAL LIFE 


/ERMQng Occidental Life of California does 
not conduct a formalized program of 
1 this licyholder relations. Nevertheless, 
ly premilye do consider our policyholder rela- 
the stuff@tios among the most important such 
nature afielations in the entire company and 
andising Jye do direct a good deal of attention 
ce. Our mito their maintenance. 
r Most sf One of the most important relations 
‘e from Myith policyholders, of course, is 
through the agency field force and we 
der mag§do conduct a considerable program of 
’ which feducation and development for the 
lat we te ose of training our men so that 
pects, threlationships with policyholders car- 
ter progrmried on through them will be of the 
ut is best. 
gents Wi Good Letter Writing Stressed 
nagazine 
with ef Since another very important pol- 
000 copidf icyholder relationship exists through 
rely ygcorrespondence, we have carried on 
ther mashome office and field office training 
is policygin good letter writing and these are 
y impaccontinuing programs. Internally, we 
rial jis yghave a continuing review of form and 
vritten, ymodel letters and other printed forms 
1s of witthat will be used in transacting busi- 
ry’s leadigness with policyholders. 
not news We do not produce a_ policyholder 
but aregipublication, but we do send out a con- 
t we thitinuous flow of information to policy- 
matter, Bholders through premium notice en- 
closures. Each policyholder gets a 
JALTY Byeatly capsule annual statement of his 
company’s operations through a prem- 
older refium notice enclosure. Other premium 
- of coumnotice enclosures notify the policy- 
ished wigholder of important new policy con- 
ctions agtract creations which may be of in- 
bail bogiterest to him. 


vegan «= GENERAL OF SEATTLE 

We, like most agency companies, do 
ny, we @not have a formalized program deal- 
ontact @ing with policyholder relations. In our 
| or oth@SAFECO company, where we do the 
1rough billing for all of our agents, occasion- 
ders kn@ally we put in some stuffers, but this 


















































‘laim senof course is done only with the agents’ 
s  locaggfull approval. 

1 also tm I think you are on a subject that is 
vays stagquite important to the companies, but 


sistance by Virtue of the agency system being 
what it is, the companies are some- 
what stymied because of possible ad- 
se verse agency reaction, with the agent 
ith poligfeeling that the business belongs to 
dhim and any contact with the policy- 





- engine 

ir a holder should be through the agent. 
. of gagWe have developed some very good 
vever, @eontacts through our claims operation 
isiness 2nd send out return postal cards, 
have amehecking with insured as to what kind 
ram otf claims service we are giving. 

— EQUITABLE OF IOWA 






We try, in our dealings with our 
policyholders, to impress upon them 
hat we are making every effort to of- 
er them insurance policies created to 
meet their needs and that in our op- 
prations we are always aiming at im- 
provements which will result in good, 
fficient and economical service to 
em. 


nual Report Issued 
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sto 
We do continue to put out an an- 
hual report which is mailed to all 
UA policyholders, feeling that each pol- 
YORK Beyholder should be informed about 


He financial and insurance opera- 
Hons of our company through that 
leans. We also put out a modest publi- 
ENT tion, quarterly, for friends and pol- 
€ eusiN™Etyholders of the company. It is called 
\CIATI Wertalk and is enclosed with pre- 
eH aveeeumM notices, 

vor iz We have a form control program 









which is aimed, at all times, in mak- 
ing our forms which policyholders 
must use or receive in keeping with 
our interests in efficient and friendly 
operation. Although we do not have 
any specific correspondence improve- 
ment program, we do make every ef- 
fort to be alert to the needs of good 
correspondence techniques when deal- 
ing with our policyholders. 

We have always been proud of the 
good percentage of our new business 
which comes from our so-called “old” 
policyholders. We feel that this pro- 
vides us with at least some measure- 
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ment of the satisfaction which those 
people feel in the manner in which we 
have dealt with them. 


GUARDIAN LIFE 


The Guardian is very conscious of 
the importance of good policyholder 
relations, and we hope some day to 
have a more effective program. At this 
time no one person is assigned to pol- 
icyholder relations on a full-time bas- 
is. 

The responsibility rests with this 
[the public relations] department, but 
we have not reached the stage of de- 


17 


velopment where we have a special 
section, or even one person, who 
works exclusively in this area. 


No Special Mailings 


We do not make any special mail- 
ings to our policyholders. However, 
for several years now we have al- 
ways included at least one other folder 
with our premium notices. For several 
months in the spring and early sum- 
mer we include a sales folder with a 
coupon to be returned. Occasionally, 
we have used an institute insert on 
inflation, or one of our own pieces on 



















STH DIVIDEND OPTION 


gives your client choice of methods 
of obtaining “level” protection on 
Split-Dollar, Key Man and Deferred 
Compensation plans 


RETENTION TO $650,000 


for ages 0-80 without reinsurance 


industry. 


We sincerely believe that 
these additions and improve- 
ments in our Ordinary Life con- 
tracts enable us to offer the most 
comprehensive combination of 
high cash value policies of any 


company in the life insurance 


INCREASE IN DIVIDENDS 


produces better buy for your sub- 
stantial purchasers. 


4% ON ADVANCE PREMIUMS 


Discount rate of 4% up to limit of 


10 years (312%, 11-20 years) 


SPLIT DOLLAR 
DEFERRED COMPENSATION 
KEY MAN INSURANCE 


Tyas 


INSURANCE COMPANY ~— 


OF HARTFORD, CONNECTICUT 
Organized in 1851 


For specific information on these unique contracts and their application to 


call your local Phoenix Mutual manager 
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ings if you switch from an- 
node of payment to annual. 
t of the surveys we have made 


the past have been “Service 
\udits.” We have taken a random 
sampling of people requesting a 


change in beneficiary or a policy loan 
during the past month or sc, and sent 
them a simple questionnaire relating 
to the service they received from the 
company. Our experience with these 
audits has been very good, but I can’t 
recall any instance where they ef- 
fected company procedure. 

Insurance Library Assn. of Atlanta 
will hold its annual outing August 12 
at the Standard Town & Country Club. 
Six hundred members will participate 
in swimming, golf, bingo and bridge. 

Manhattan Life has been licensed in 
West Virginia. 


( WANT ADS ) 


Rates—$22 per inch per insertion—1 inch 
minimum—sold in units of half-inches. 
Limit—40 words per inch. Deadline 4 P.M. 
Friday of week before publication in Chicago 
office—175 W. Jackson Blvd. Individuals 
placing ads are requested to make payment 
in advance. 

THE NATIONAL UNDERWRITER— 

LIFE EDITION 
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SUPERINTENDENT or REGIONAL 
DIRECTOR OF AGENCIES 
Presently Available 


Canadian in early 40's been with one of World's 
larqest multi-line companies, does not operate 
in U.S.A., fourteen years, twelve years as Agency 
Life Manager, two as Agent. Short period with 

.S. company as Director of Training. Built 
branch to 30 million in force. Desires to relocate 
in U.S. as Superintendent or Regional Director 
of Agencies. Very conversant with Home Office 
Agency procedures. Successful experience in re- 
cruiting and training Agency Managers. Married, 
two college children. Reply Box NY-36, c/o 
National Underwriter, Adv. Dept., 17 John St., 
New York 38, N. Y. 
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ACTUARIES 


Openings for two actuaries with background 
either in pensions or life insurance. ASA or 
FSA, preferably under 35. Ability to undertake 
responsibility more important than specific 
experience. Variety of work with growing firm. 
Full fringe benefits—major medical, group life, 
pension, bonus. Salary open—commensurate with 
qualifications. Address resume to George V. 
Stennes, Northwestern Bank Building, Min- 
neapolis 2, Minnesota. Mark ‘Personal’. 








HOME OFFICE UNDERWRITER 


Are you interested in a position 
offering excellent future advance- 
ment with a middle sized Southern 
Company? We are looking for a 
man with 2 to 5 years experience 
and around age 30. Reply Box S-74, 
National Underwriter Co., 175 W. 











Jackson Blvd., Chicago 4, Ill. 








WANTED: TOP MANAGEMENT 
OPPORTUNITY 


Talented and experienced Life Sales Manager 
seeks challenging opportunity at Home Office 
or Agency level . . . Capable, creative, shirt- 
sleeve executive with youthful energy, ambition 
and forceful personality. Successfully recruited, 
trained and developed sizable organization of 
substantial, self-reliant agents. Reply Box NY-35, 
c/o National Underwriter, Adv. Dept., 17 John 
St., New York 38, N. Y. 








QUALIFIED ACTUARY 


wanted in Boston office of national firm of ac- 
tuaries and employees benefit plan consultants. 
Promising future in rapidly expanding office. 
Eventual stock ownership and profit sharing. 
Send resume of personal data and experience 
to Box S-71, c/o National Underwriter, 175 W. 
Jackson Bilvd.. Chicago 4, Ill 
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Met Releases Reply To Wis. Field Men 


(CONTINUED FROM PAGE 2) 
department regulation of all insurers 
authorized to do business in New York 
state, such a case if awarded to Metro- 
politan would be charged with appro- 
priate commissions even though none 
in fact were paid. Hence, any so-called 
saving in commission is not reflected 
directly in the policyholder’s net cost. 

The rates on such a special and rare 
case would be precisely the same as 
would have been quoted if an agent or 
broker were to receive the commissions 
available. Thus we can say without 
question there is no unfair discrimi- 
nation between policyholders and no 
incentive to deal directly with the com- 
pany’s home office. 


Appreciates Opportunity To Speak 


There can be no question that this 
company throughout—from the chair- 
man and president to the field man- 
agement and its group officers—yields 
to no one in its respect for the indivi- 
dual agent and his importance to the 
insuring public. We all here appreciate 
your writing to the Metropolitan so 
that it gives us an opportunity to place 
before you the facts with respect to 
our practices. 

Recently our president had occasion 
to write Mr. Norbert Cronin, president 
of the Insurance Brokers Exchange of 
California, with respect to some of the 
same questions raised by your group. 
It seemed to me that extracts from 
his letter would be appropriate. Hence 
the following: 


Letter Is Quoted 


“We have always believed that an 
agent or broker should, in all cases, 
be paid a fair commission for work 
actually done in the sale and servicing 
of both group and individual business. 
This has been our practice. On the 
other hand, it is difficult, if not imposs- 
ible, to justify payment of commissions 
to any individual when he has per- 
formed no work and rendered no ser- 
vice. 

“Such cases to us are rare, but there 
have been a few in the group field 
where literally all of the work has been 
done by the applicant and his consul- 
tant, and where we were asked merely 
to submit a bid for the business. In 
such cases it has been our practice to 
charge the case with appropriate com- 
missions although none were in fact 
paid. 


Required By New York 


“This incidentally is required by in- 
surance department regulation of all 
insurers authorized to do business in 
New York. Consequently, any so-called 
saving in commission is not reflected 
directly in the policyholder’s net cost. 
Thus there is no unfair discrimination 
between policyholders, and also much, 
if not all, of the incentive to deal di- 
rectly with the company’s home office 
is removed. 

“While your letter asks a number of 
specific questions, they seem to be ask- 
ed on the assumption that we endorse 
a general practice of no-commission 
group business. Since, as indicated 
above, that is not the case, I shall not 
attempt to comment on these separat- 
ely. 


Association Raised Similar Point 


“It may interest you to know that 
some time ago a somewhat similar 
question was raised by a life under- 
writers association in connection with 
the underwriting of another case by 
four companies, including Metropoli- 
tan. A resolution condemning the com- 
panies was adopted and sent to them. 





Metropolitan responded by explaining 
what it had done in this particular case, 
and as a result the association adopted 
a subsequent resolution form which I 
quote: 

“ ‘We had been informed that the 
subject group insurance plan was 
placed without commissions. In a re- 
cent letter from Mr. Charles G. Doug- 
herty, vice-president of the Metropol- 
itan Life Ins. Co., the following state- 
ment was made: “This will confirm 
the fact that Metropolitan is paying 
(it has not been possible to actually 
make payment because the exact vol- 
ume of business is not yet known) full 
contractual agent’s commissions on the 
portion of the case reinsured with 
Metropolitan.” 

“ “By board resolution dated Dec. 
6, 1957, your president has been di- 
rected to write Mr. Dougherty and 
commend the Metropolitan for its 
action in paying the full contractual 
agent’s commissions on the_ subject 
case.’ 

“While not precisely the same, this 
case illustrates how misunderstandings 
can result from lack of adequate com- 
munications and interchange of views.” 

I hope this letter will clear the air 
with respect to the questions you have 
raised, but naturally I shall be glad to 
supplement it with specific comment 
on any further points you wish dis- 
cussed. 


Manufacturers Life Single 
Premium Annuity Rates Cut 
For Second Time In 1960 


Manufacturers Life has lowered 
rates on single premium immediate 
annuities which have a minimum pre- 
mium of $10,000. This is the second 
time Manufacturers has reduced single 
premium annuity rates since the first 
of the year. 

As examples of the savings brought 
about by the latest reduction, a male 
at age 65 would receive an income of 
$100 a month from the following single 
premiums: life annuity, $13,970, a de- 
crease of $200; life annuity, 10 years 
certain, $15,170, a decrease of $220; 
installment refund annuity, $16,060, a 
decrease of $320, and cash refund 
annuity, $16,550, a decrease of $350. 


Ore. Managers Elect 
Merrifield President 


William Merrifield, Connecticut Mu- 
tual Life, has been elected president of 
Life Insurance Managers Assn. of Ore- 
gon, succeeding George F. Johnson, 
Acacia Mutual. Other new officers are 
Harold Drake, Equitable Society, vice- 
president, and P. A. Kessinger, John 
Hancock, secretary-treasurer. 


Atlanta CLUs Elect Cutini 


Gary S. Cutini, director of agencies 
of Life of Georgia, has been elected 
president of the Atlanta CLU chapter. 

Other officers elected were John H. 
Thurman, Penn Mutual Life, vice- 
president; John M. De Borde III, State 
Mutual Life, secretary, and T. E. Pen- 
land Jr., Lincoln National Life, treas- 
urer. 


Resolute Credit Lite In Force 
Figure Passes $100-Million Mark 

Resolute Credit Life’s life insurance 
in force has passed the $100-million 
mark, an increase of some 1,000% in 
three years. According to E. K. Scrib- 
ner, president, the company doubled 
its life in force during the past year, 
with credit A&S sales showing com- 
parable gains. 
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Dumont Is Executive 
V-P, Managing Direct 
Of Ky. Central L.&A. 


Delbert Dumont has been ele 
executive vice-president and inan 
ing director 
Kentucky Centplise 
Life & Accideml 
He has been yj 
president, direg¢ 
of agencies and 
director of Nort 
eastern Life. 

Mr. Dumont e 
tered the life by 
ness in 1936 as 
agent with Nati 
al Life & Accide 
He became 
president of Uni 
National Life in 1956 and later ¢ 
same year was elected a director, 


Ohio State Life Agents 
Get Training Program 
For Total Needs Selling 


Ohio State Life has inaugurated 
program to train leading field men 
the techniques and procedures of to 
needs selling. Called the “Sec 
Survey” program, it was _ introdu 
to agents at regional meeting 
throughout the country. 

Training materials include five n 
jor pieces. The first, a booklet entitl 




















Delbert Dumont 
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“Total Needs Selling In Its Pro ( 
Perspective,” explains the essent 
convictions, objectives, approaches z 

mental preparation necessary for ti 

type of selling. A training guide { a 


handling the interview and cover 
the required office work is also 3 
cluded in the kit along with an act 
case booklet plus a book of sam 
forms covering the step-by-step p 
cedures. Fill-in forms have also be 
developed as an aid in making a ca 
plete “Security Survey” proposal { 
the prospect. 


Lincoln Life Foundation 
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Recognizes Cartoonist E 

Lincoln National Life Foundati (Fr 
committee has made its selection MM cenguttin 
1960 of the most significant cartoon 5 cunts 


appear in a daily newspaper on li 
coln’s birthday. Lloyd Ostendorf, Jo 
nal-Herald, Dayton, O., was first p 








winner with his cartoon, “Of The Pé Ha 
ple . . . By The People,” which sho 
a likeness of Soviet Premier Nik 
Khrushchev looking up at the fam 
Lincoln memorial statue in Washi] 2801 Nor 
ton, D. C., with his thoughts sayi indianap. 


“Humm—wonder whose philosophy 
best . . .?” 
In all, 45 cartoons were considée 








with preliminary judging resulting N 
the selection of 15. These were s 
mitted to the committee of eight li 
coln scholars located throughout 1 
U. S. Mr. Ostendorf was presented Wa ST, LOL 


a certificate of award for his effo 


Long Beach Agents Elect 
Long Beach (Cal.) Assn. of 





Underwriters has elected Dale HOWARD 
Harding, Connecticut General, pr 

dent. Other new officers are Rob ¢ : 
W. Bowten, Prudential, and Fred page 


Massey, Standard of Oregon, 
presidents, and Robert G. Lindgr 
Washington National, secretary-teé 
urer. 







The June sales volume of Mut 
Trust Life broke all monthly reco 
bringing insurance in force to 
million. May production was 
record for that month. 
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(CONTINUED FROM PAGE 1) 
investment securities. 








&A. During 1929-40, GALU obtained 
9een elecififynds for the acquisition and financing 
and manadlofits life company subsidiaries through 












director Hihe sale of four types of installment 
cky Centiicecurities, two of which were “face- 
&  Accidesiamount certificates” of the installment 
s been vip defined in the investment com- 
ent, direc act. Although the sale of these 
ncies ang—icertificates was discontinued before 
or of Norithe investment company act became 
n Life. effective, GALU has continued to re- 
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BOWLES, ANDREWS & TOWNE, Inc. 


ACTUARIES 
MANAGEMENT CONSULTANTS 
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GALU Is Exempted From Investment Act 


ceive payments on them and to ser- 
vice them, and accordingly it was an 
investment company within the defin- 
ition of the act. 

SEC observes that in view of the 
discontinuance of the sale of the cer- 
tificates and the conclusion of SEC 
that GALU is primarily engaged in 
the insurance business through con- 
trolled subsidiaries, it was decided that 
GALWU should be granted an exemption 
from the investment company act on 
the ground that it does not constitute 
the type of company intended to be 
regulated thereunder. Among the con- 
siderations leading to this decision was 
the fact that GALU has a substantial 
part of its investments in Franklin 
Life and derives a substantial part of 
its income from that company, and that 
its officers and directors have been 
active in the management and opera- 
tion of Franklin Life. 

Charles E. Becker, chairman, an- 
nounced Wednesday that a _ special 
committee of GALU will meet next 
month to consider recapitalization, in- 
cluding a recommendation for a stock 
split. He said also that consideration 
is being given possible acquisition at 
some time in the future of another 
life company. 


Otto Haakenstad Is 
Nominated By ALC 


(CONTINUED FROM PAGE 1) 
A. Lloyd, president Union Central Life; 
T. A. Sick, president Security Mutual 
Life; W. E. Bixby, president Kansas 
City Life, and Frederic M. Peirce, 
president General American Life. 

Mr. Haakenstad is a co-founder of 
Western States Life and was executive 
secretary from 1930 until 1944, when 
he was named president. Born in 
Norway in 1901, he received his edu- 
cation at North Dakota Agricultural 
College and later took up the study of 
law. He was for a time in private prac- 
tice as a member of the firm of Bur- 
nett, Bergeson, Haakenstad and Con- 
my. 

He has served as a special attorney 
with the Department of Justice and is 
admitted to practice in state, federal 
and U. S. Supreme courts. A member 
of the ALC Legal Section, Mr. Haak- 
enstad was named to the executive 
committee in 1957. He was a state 
vice-president of ALC for nine years 
and has been chairman of the mini- 
mum assessment committee, three 
times a member of the membership 
committee and for three years has 
been a member of the board of regents 
of the Convention’s life officers in- 
vestment seminar, of which he is one 
of the “old grads.” 


Senate Unit Majority 
Critical Of States 


(CONTINUED FROM PAGE 1) 
that the testimony indicates there has 
been an increase in centralization. On 
the contrary, the large insurers today 
control a smaller percentage of the 
market than they did 20 or 50 years 
ago. Mergers are not in themselves 
evil, so long as they are functional and 
do not act to curtail competition. 

He also strongly questions the ma- 
jority opinion that the states have 
failed to prevent restraints of trade, 
monopoly and unfair trade practices. 
In fact, statistics show that competi- 
tion has been increasing. 

The states are doing a good job, and 
there is no indication that the federal 
government has the manpower or the 
talent to provide a superior regulation 
of the business. However, he does not 








object to periodic federal inquiries into 


the effectiveness of state regulation. 
Too, the states can maek improve- 
ments, he concedes. 

Sen. Dirksen strongly defends the 
rights of the states to regulate insur- 
ance, as a constitutional matter. He al- 
so finds that the base of criticism by 
the majority, which consists largely of 
one questionnaire submitted to insur- 
ance departments, is not broad enough 
to justify the majority’s conclusions. 
Only a thorough study of the business 
and all of the insurance departments 
would be enough. In view of the fact 
that policyholders have had no com- 
plaints, a broad investigation is not 
justified. 
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Union Central Award To 
Nasif Agency Of Dallas 


The Nasif agency of Dallas is the 
first winner of the W. Howard Cox 
trophy of Union Central Life. The 
trophy in honor of the chairman of the 
company, is awarded for outstanding 
agency operation and growth. 

The winner, George E. Nasif, joined 
the company in 1958 as manager at 
Dallas. During his first full year, pro- 
duction of his agency quadrupled over 
the previous year. 


United States Life has been licensed 
in Alabama. 


vos! 


Ng. se SALESMAN’S GIRL-FRIDAY 


joe Salesm 


“The fireworks will start as soon as he hangs up. Another 
prospect lost because his competitor has Anico’s facilities 
and specials.” 


OPENINGS EVERYWHERE IN 
TERRITORY FOR REPRESENTATIVES, 
BROKERS AND SPECIAL BROKERS 


Inquiries about these or other open- 
ings for those with special qualifi- 
cations and experience will receive 
prompt attention and answer. For in- 
on cate address: COORDINATOR 


LES 
AMERICAN NATIONAL 
INSURANCE COMPANY 


GALVESTON, TEXAS 


Econ-0-Master Family Policy 
Econ-0-Parent & Children Plan 
Ladies Special Policy 
Preferred Premium Life 
$25,000 Executive Special 
Gtd. Renewable A & HandH&S 
Policies 
Non-Medical to Age 45 
Annuity Conversion Rider (free) 
Equity Builder Policy for Pension 
and Profit-Sharing Plans 

(Ask about other specials) 


OVER 5 BILLIONS OF 
INSURANCE /N FORCE 








COULD IT BE TRUE? 


A Connecticut Life Insurance Company offering up to 103% 
first year commission—it sure is! We also pay another 45% 





in renewals over the next six years. If you want more infor- 


%, s 
@ snow” 


mation on how to step up to your own Agency, contact—David 
G. Hunting, C.L.U., Agency Vice-President. 


SECURITY-CONNECTICUT LIFE INSURANCE COMPANY 


174 Whitney Avenue e New Haven 5, Conn. 
























Lookin’ for the 
Kind of Protection... 


That Wears Well 
Under all Conditions? 


Republic National Life of Dallas, the ee oe 
pany of the Life Insurance. Industry, offers e 

tull line of flexible Life and Accident and Sick- 
“ness insurance plans. So, when you need pro- 
~ fection “that wears weil” you can join the parade - 


“ef more than a million policyowners in 42 states, es 
‘the District of Columbia and Puerto Rico who 


~~ plan tailored to their individual needs. In just 


. "thirty-two years Republic National Life has 


REPUBLIC NATIONAL LIFE 


pany in amount of life insurance in trac 
Today Republic National Life has more than — 
$2,750,000,000.00 life insurance in torce and is 
rapidly headed towards its new goal of THREE 
BILLION in force in record time. 
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